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At Chamborda’s, 
in New York City, 
it’s “‘crepes suzette”’ 





...at F&D, it’s BONDING! 


Like fine French cooking, bonding calls for the touch of an expert. 


Recognizing this, F&D for more than 65 years has made a specialty of bonding... 
has given it the concentrated attention this important form of business requires. 


Result: no company on earth is backed by such a wealth of knowledge and 
practical experience in this field. More important, no company is better 
equipped to help its representatives develop profitable volumes of bonding business. 


Like to consider representing F&D? Write to D. L. Buckler, in the home office. 
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IT’S YOUR 
TOMORROW 


Our BUSINESS is in a challenging period of expan- 
sion, of change, of transition. 


These may be times that test our patience and our 
ingenuity but we cannot doubt the promise of a more 
stable tomorrow. 


Companies and agents who are sensitive to the 
great growth potential of our economy have their 
eyes on the future. 


Because the stakes will be larger and the compe- 
tition more exacting, they are planning now for the 
growth they hope to achieve one, five or ten years 
from now. 


They are improving their efficiency, their service, 
their productivity. They are reviewing company- 
agency relationships to determine the best “partner- 
ships” for the long pull. 


Some of the finest agents in America are “looking 
ahead with The London Group.” They know they 
can count on these sound, farseeing companies to 
help them make the most of the future. 


How about you? it's your tomorrow! 


THE LONDON GROUP 


THE LONDON ASSURANCE - THE MANHATTAN FIRE & MARINE 


GUARANTEE INSURANCE COMPANY 


Executive Office: 55 JOHN STREET, NEW YORK 
Regional and Branch Offices: SAN FRANCISCO * LOS ANGELES * CHICAGO 


INDIANAPOLIS * RICHMOND + LANSING 
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Blue Cross Request 
For 40% Rate Boost 


Draws Fire InN. Y. 


Consultants, Labor Oppose 
Hike; Hospital, Medical Men 
Back It In 2-Day Hearing 


By JOHN B. LAWRENCE JR. 


NEW YORK—tThe application by 
Associated Hospital Service of New 
York for rate increases averaging 40% 
drew staunch support from friends 
and strong criticism from foes at a 
2-day public hearing held by the in- 
surance department. 

Superintendent Holz, who presided, 
indicated it will be some time before a 
decision is reached because his staff 
has such a large volume of testimony 
to wade through. At one point in the 
hearing, close to 500 persons jammed 
the auditorium of New York County 
Lawyers Assn. building here. Nearly 
50 had something to say for the rec- 
ord. 

The Blue Cross position was pre- 
sented by Charles Garside, chairman 
and president of A.H.S. which has 7 
million subscribers in 17 counties in 
and around New York City. He said an 
insurance department audit of 1956 
operations showed a loss of $2,543,231, 
while the loss for the first nine 
months of 1957 was an additional $9,- 
895,545. Without any rate increase, 
A.H.S. probably will exhaust its en- 
tire free surplus by next June, leaving 
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Wis. Department 
Wins Right To Set 
Rates, Profit Factor 


(Earlier story on page 4) 


Dane county circuit court at Madi- 
son this week upheld Commissioner 
Rogan of Wisconsin in his action of 
setting aside fire rates filed in the fall 
of 1955 and substituting the depart- 
ment’s idea of what the revisions 
should be. Of significance also in the 
decision is the agreement of the court 
with the department’s contention that 
underwriting profit and the contingen- 
cy factor should amount to 34% in- 
stead of the 6% used heretofore in Wis- 
consin and currently in use in other 
states. 

The original filing would have pro- 
duced an over-all increase for fire and 
EC of $1.9 million; Mr. Rogan kicked 
that out and effected a compromise 
$2.2 million decrease while the court 
decided between the bureau filing and 
Mr. Rogan’s demand that another 6% 
reduction be added to the $2.2 million 
cut. Mr. Rogan was the winner on all 
points. 


Bureau To Appeal 


MILWAUKEE—The managing com- 
mittee of Fire Insurance Rating Bureau 
has decided to appeal the rate decision. 

The original filing of October, 1955, 
had the approval of then commissioner 
the late Alfred VandeZande, and pro- 
vided for a reduction in fire rates as 
well as increases in wind and EC. 
When Mr. Rogan was appointed suc- 
cessor to Mr. VandeZande in Novem- 
ber, 1955, he suspended the rates and 
called public hearings. 

The Wisconsin department has in- 
terpreted the term “reasonable under- 
writing profit and contingencies” pro- 
vision in the statutes as being 3.5% 
while the bureau contends that a 6% 
underwriting profit is reasonable. The 
6% underwriting profit factor has been 
generally accepted by commissioners 
nationwide. 


It was pointed out by W. L. Phelps, 
bureau manager, that in arriving at the 
dollar profit there was included an 
amoung of approximately $5 million 
which was never received by member 
companies. A number of companies 
write insurance at deviations or per- 
centages of the rates promulgated by 
the bureau. For example, for each $100 
of premiums at bureau rates these 
companies would charge $85. The de- 
partment in determining profit includ- 
ed the entire $100 figure resulting in 
what Mr. Phelps terms “an exaggerat- 
ed and unfair profit picture.” 

It was explained by Mr. Phelps that 
in 1947 the department made “a con- 
certed effort” to establish into law an 
underwriting profit of 344%, but such 
legislation was defeated. 


—— 


Newhouse & Hawley has moved its 
New York offices to 123 William street, 
effective Dec. 1. The new quarters are 
considerably larger. F. G. Bliss, vice- 
president, is in charge. The home of- 
fice of Newhouse & Hawley is at 175 
West Jackson boulevard, Chicago. 
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N. Y. Disapproval Of Tpsurers To Take 


Rates Doesn’t Meet 
Equity Of Situation 


Ill. rates up 25%. 
Story on page 22. 


By KENNETH O. FORCE. 


If federal regulation of insurance 
were to be adopted to displace state 
regulation, the New York department 
probably would come the closest to 
being a guide, if not a model, for a 
federal system. However, if state reg- 
ulation works well enough in New 
York and the other states, there is not 
apt to be federal control of the busi- 
ness. 

. 

But it has to work and produce sub- 
stantial equity for all parties 
concerned—which means the business 
and the public. New York style regula- 
tion did not work very well when the 
department turned down the applica- 
tion of the auto insurers for a 9.5% 
increase. Those federal agencies in- 
terested in acquiring some jurisdic- 
tion over the business, including 
Federal Trade Commission, will watch 
with interest the outcome of the effort 
of auto insurers to get an increase in 
rates in New York and other states 
that they are in no position to do with- 
out. Commissioners in other states will 
watch the action in New York with 
more than ordinary interest because 
many of them presently have in- 
creases of a similar nature, most of 
them larger increases than were asked 
in New York, to deal with. If New 
York does not feel the necessity of 
granting an increase of 9.5%, with its 
large volume of auto premiums, its 
compulsory law, and its horrendous to- 
tal of accidents, why should the com- 
missioner of another state grant an 
increase? If he doesn’t ask the ques- 
tion, it is quite likely that some poli- 
tical figure in his state will do so. 


° 

If the method by which the bureaus 
arrived at the increase in premiums 
they need in New York is improper 
as Mr. Holz contended in denying the 
filing, it was improper in June, 1956, 
when he approved a 5.7% increase in 
private passenger car BI and PDL 
rates. If today he owed the public a 
duty: to call into question the rating 
system, he owed it to the public to do 
so before. The impropriety of the fil- 
ing, if it is improper, was just as im- 
proper when the average private 
passenger car premium for basic limits 
in New York state of BI-PDL went 
up from $90.70 in May, 1956, to $95.83 
in June, 1956, as it is presently, when 
the companies want to increase the 
average premium from $95.83 to 
$104.92. 

It is also difficult to see the logic in 
Mr. Holz’s approval of a 12.9% in- 
crease in BI-PDL rate for Allstate in 
September and his denial of a 9.5% 
increase for the bureau companies in 
November. 

Does this imply that Mr. Holz likes 
the Allstate premiums better than he 
does that of bureau companies, stock 
and mutual? Or does it imply that Mr. 
Holz regards the Allstate method of 
determining premium needs as so su- 


(CONTINUED ON PAGE 24) 


N. Y. Auto Rate 
Increase To Court 


First Time National Bureau 
Has Done This In N. Y.; . 
Companies Need The Money 


NEW YORK—National Bureau of 
Casualty Underwriters will take the 
necessary steps to obtain a prompt 
court review of the action of Superin- 
tendent Leffert Holz in disapproving its 
filing for a 9.5% increase in private 
passenger and a 5.9% increase in com- 
mercial automobile rates. Mutual In- 
surance Rating Bureau will take par- 
allel action. 


The normal procedure, and the one 
expected to be followed in this case, is 
to ask for a hearing and then appeal 
to the courts on the record developed 
at the hearing. 

William Leslie, general manager of 
National Bureau, in announcing the 
decision, said this is the first time in 
all of its years of operation that the 
bureau has found it necessary in New 
York to seek assistance from the courts 
to obtain adequate rates. 

“But the situation presently con- 
fronting the companies is so serious 
that every possible source of relief 
must be pursued,” he declared. 

In 1956 bureau companies suffered 
an underwriting loss of approximately 
$21,500,000 on their auto liability busi- 
ness in New York state, he said. Con- 
ditions have grown worse in 1957 due 
to a continuation of rising claim costs 
and high claim frequency. Current in- 
dications point to an underwriting 
loss for 1957 that will be far greater 
than that for 1956. This situation can- 
not be permitted to continue and re- 
lief must be obtained through an in- 
crease in rates, he said. 


On Oct. 15, National Bureau made a 
filing with the superintendent propos- 
ing an average statewide increase for 


BI and PDL combined of 9.5% for 
private passenger cars and 5.9% for 


commercial cars, Mr. Leslie stated. The 
superintendent disapproved the filing 
Nov. 12. 

The bureau maintains that its fil- 
ing was proper and met the standards 
of the law, Mr. Leslie stated. The use 
of the latest two years of loss experi- 
ence upon which the rate changes 
were predicated is proper and of long 
standing. Automobile liability rate fil- 
ings on the same basis previously have 
been approved by the present superin- 
tendent, by his predecessors in office 
and by supervisory authorities in all 
other states. 

Mr. Holz had said one reason for not 
approving the increase was an un- 
sound basis for administration expense. 
This Mr. Leslie denied. 

“The provision in the rates for gen- 
eral administration expense is predi- 
cated on a sound basis,” Mr. Leslie 
said. “It is reviewed periodically to 

(CONTINUED ON PAGE 24) 
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Young Agent's View Of Insurance Today 
Is Hit Address Of Indiana Convention 


Richard D. Teubner of the Rich & 
Cartmill agency of Tulsa, outlining his 
views of the agency system after four 
years in the business, made the hit talk 
of the annual meeting of Indiana Assn. 
of Insurance Agents at Indianapolis 
last week. Substantially all of .Mr. 
Teubner’s remarks will be presented in 
this and next week’s issues: 


I’m a young man in what has tra- 
ditionally been considered to be an 
“old man’s business.” That’s the way I 
like it though, because I know of no 
other opportunity for financial reward 
to exceed the one that is present in our 
business. When I was discharged from 
the air force in 1953, I wanted to go into 
business for myself. My father had 
spent his business career in the corpor- 
ate ranks, but was always hopeful that 
I would try it on my own, as he had al- 
ways had the dream of being in busi- 
ness for himself. The insurance busi- 
ness seemed like the right one for me, 
so with my father, who was then re- 
tired, we formed a partnership and off 
we went. We started off with no 
customers, so our potential was unlim- 
ited. 

It didn’t take long for me to realize 
how little I knew about the business, 
so I enrolled in one of the company 
correspondence courses. We struggled 
through the first year, and I ended up 
with an income of about $2,400. About 
this time I was beginning to wonder if I 
was mentally sound for trying some- 


thing like this. Soon, however, things 
began to break our way. I had just re- 
turned from seven weeks in Hartford 
at the Aetna Fire’s multiple line train- 
ing school for agents, when prospective 
customers who had been holding back 
to see if I was really serious about the 
insurance business began to come 
through with much needed and appre- 
ciated business. 

I spent my first four years as chief 
salesman, underwriter, accountant and 
typist. Perhaps this was starting the 
hard way, but I wouldn’t trade the ex- 
perience I received for anything. My 
father was a little too old to try to 
learn a new business, but he kept the 
office open and the phone answered, in 
addition to helping open some doors for 
me that would have been difficult to 
open alone. Up until his death a year 
ago, he shared with me the pride of 
building a business from scratch and 
making it succeed. In his own way, he 
provided the spark that was often 
needed. His verbal jab when I got lazy 
and word of encouragement when I got 
discouraged was mighty helpful. 

I tell you this not to try to impress 
you with my efforts, but to remind you 
that a young agent’s path isn’t always 
paved with rose petals. It’s a tough 
business to break into, and mostly be- 
cause we have failed to remove many 
of the bumps from the road. 

There is one absolute must for any 
young agent. That is a thorough knowl- 
edge of the business. Sales ability, per- 
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sonal contacts, that sort of thing, are 
all secondary. Knowledge of the busi- 
ness is primary. The tangible product 
speaks for itself—the intangible prod- 
uct must have a spokesman, an inform- 
ed spokesman. 

The sale of intangible products is of- 
ten misunderstood. The only sample 
we carry is our ability, and it must be 
there. A young agent cannot hope to 
gain the confidence of a business man 
20 years his senior unless he can con- 
vince him that he knows his business. 
This is probably the biggest single 
problem faced by the young agent. 

Perhaps the runner-up to knowledge 
as a problem is permanence. People 
hate to change, especially where insur- 
ance is concerned. I found that many 
people who I felt would let me handle 
their insurance held back, and put me 
off with one excuse or another. After I 
had attended a company school and 
lasted a year or two, they gradually be- 
gan turning over their business to me. 
Every young agent is going to experi- 
ence this problem. People are going to 
wait for a while to make sure he is 
going to stay in the business. They 
don’t want to have to change again if 
he should be in a year, and then go in- 
to some other business. This problem 
can be overcome only by time and a 
certain amount of change in your 
standard of living. It was during this 
time that my wife learned how to fix 
ground beef in 36 different ways! 

- 


The American agency system needs 
young blood if it is to survive. You 
need young men if you intent to per- 
petuate your agency. Let’s examine 
some of the ways in which various 
agents operate their business. Our 
agency for example was established 
some 35 years ago, by our two senior 
partners. Seven years ago, they 
merged into the agency three agencies 
each operated by a young agent, and 
a five man partnership was formed. 
One of the men dropped out after a 
year or so, and the firm remained a 
four man agency until my agency was 
merged into the organization this past 
summer, and I entered as a partner. 
We now have good age balance, with 
partners aged 67, 65, 40, 39, and 28. 
Our two senior partners are free to 
take life easy, so to speak. They leave 
the details of directing and operating 
the agency up to us. One of the three 
of us is integrated into all of their 
larger accounts, so that we can serv- 
ice the account while they are away 
from the office. They both know that 
they are free to leave at any time 
without having the worry of who will 
service their accounts until they re- 
turn. 

7. 

Our partnership agreement pro- 
vides for the immediate purchase of a 
deceased partner’s interest by the sur- 
viving partners, according to a 
formula set up in the partnership 
agreement. They know then that what 
they have worked for years to estab- 
lish will not fall apart overnight in 
the event of death, and their estate 
will be assured of a fair and equi- 
able price for their agency interest. 

Contrast this type of planning to 
that of a large agency owned by two 
men, one well past retirement age, 
and the other approaching it. No 
young men in the agency, either as 
employes or partners. Where will this 
agency be if death or serious illness 
strikes either or both of the partners? 
A fine agency will disintegrate, and 
that which remains will be bought out 
by some other agency, at a price 
which might not begin to indicate its 
value. What a wonderful favor these 

(CONTINUED ON PAGE 23) 
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Sea Of America 
To Be Organized 
By Chubb & Son 


Officers of Chubb & Son and mem. 
bers of the New York law firm g 
Davis, Polk, Ward. 
well, Sunderlang 
& Kiendl, have 
published a notice 
of intention to ip. 
corporate Sea Ins 
Co. of America 
The proposed com. 
pany will succeg 
the U.S. branch of 
Sea of Liverpool, 
of which Chubb & 
Son has been U. §, 
manager for many 
years, 

Sea of America will have an initia 
capitalization of $2,500,000. Its home 
offices will be those of Chubb & Son at 
90 John Street, New York. 

The proposed company will write 
all lines, excluding life. 


Percy Chubb II 


N. A. $1 Million Day 


With Homeowners 


North America, which has been 
making a drive for business on home. 
owners, established a record by writ- 
ing $1 million in premiums in one 
week, then $3 million in three weeks, 
and finally, on Nov. 18, its agents 
wrote $1 million oi homeowners pre. 
miums in one day. This gave the 
company $4 million in homeowners 
premiums from Oct. 28 to Nov. 18, 15 
working days. 


Pahet Jelns Fic, tems Ss 


Assistant Vice-president 


John Pabst has joined Florida Home 
at Miami as assistant vice-president, 
He formerly was executive vice-presi- 
dent of Presidential of Jacksonville. 

Mr. Pabst entered the business with 
Aetna Casualty in New York. Later 
he spent several years with Globe In- 
demnity, eventually becoming execu- 
tive representative in the western de- 
partment at Chicago. In 1930 he joined 
Indemnity of North America as exec- 
utive representative in charge of the 
midwest service office. 

He was with Fireman’s Fund In- 
demnity as western department man- 
ager 1930 to 1941. After navy 
Mr. Pabst became manager at Chicago 
of United National Indemnity. In 1950 
he went with Dubuque F.&M. as vice- 
president in charge of casualty opera- 
tions out of Chicago. He is past presi- 
dent of Chicago Casualty & Surety 
Managers Assn. 


FLORIDA FIRE-CASUALTY 
UNDERWRITER $7500 


Nationally known stock company, highest repr 
tation. 

Employer's specifications: Age—not over forty 
(mandatory) college graduate, married with at 
least five years Casualty underwriting experience 
(acquired on company level). Highly important— 
above average experience underwriting commercial 
Fire lines (extra hazard experience not important). 
Large selection of openings—all areas of the 
country. Write for information about our oper 
tion—HOW WE OPERATE— no obligation to 
ister. Confidential handling all inquiries. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, I 
HArrison 7-9040 
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American surveys every installation thoroughly, checking to see if the conditions which caused 
the first break exist elsewhere. We also check all storefront metal and advise you of any 
findiiigs. This added service protects you! 


Glass replacement is done quickly and efficiently with minimum inconvenience to your 
assureds. Our radio dispatched equipment is only minutes away from the break. 


American is constantly searching for new and more efficient glass replacement methods and 
incorporating them into our installations. Imagination and technology team up to bring you 
better, faster and less expensive glass replacement. 


American's 39 year reputation has been built on service . . . service unmatched for speed, 
dependability and quality workmanship. 


CALL MO 4-1100 


Normand Beris, President 
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Kentucky Agents Hold 
61st Annual Rally, 


Draw Full House 


Kentucky, birthplace of many thor- 
oughbreds, saw a real “thoroughbred” 
gathering last week at Louisville when 
Kentucky Assn. of Insurance Agents 
assembled for its 61st annual conven- 
tion. With registration of more than 
500, not counting wives and guests, 
the meeting was the best on record in 
every respect, according to old-timers. 
The program was a full one and 
smoothly functioning. Had not this 
been the case on the latter point, 
possibly another day would have been 
needed to get through the jam-packed 
agenda. 

Named as president for the forth- 
coming year was Louie W. King of 
Olive Hill, Ky., who moved from the 
post of 1st vice-president and succeeds 
J. R. Montgomery of Springfield. 


Other officers named were: Ist vice- 
president, Charles Chrisman, Pike- 
ville; 2nd _ vice-president, Charles 
Baugh, Mayfield, and secretary-treas- 
urer, Walter R. McCord, Louisville (re- 
elected). Robert W. Lawton, Central 
City, is expected to continue as state 
national director The national director 
is named by the incoming president. 

Among the resolutions adopted, one 
coming in for considerable comment 
dealt with prevention of increases of 
municipal taxes in various cities and 
towns of the state, for municipal use, 
not relating to insurance, but made a 
part of the insurance premium cost. It 
was felt that high municipal taxes on 
insurance premiums for small town 
use are unfair and should be abolished. 

This thinking was in line with part 
of the talk given by C. P. Thurman, 
Kentucky insurance commissioner, who 
told the agents that about 80 cities 
and towns in Kentucky collect over $1 
million annually from fire and casualty 
companies and that within the city of 
Louisville alone approximately one- 
half of this total is collected, and that 
$125,000 more was collected in 1956 
than in 1955. Mr. Thurman pointed 
out that while this has the effect of a 
sales tax on policyholders who buy in- 
surance from the agents, so far as he 
knew no official notice has been taken 
by the Kentucky association or by any 
other insurance trade organization. 


. 

“If the various cities that levy this 
tax for the general fund were to ex- 
tend it to the sale in other major busi- 
nesses, such as automobiles or appli- 
ances, do you think the independent 
merchants or business men of any giv- 
en community would let such a special 
tax be levied on their customers?” he 
queried. “I don’t think so. A similar 
tax levied against other than insur- 
ance concerns might be absorbed. I 
don’t know... but certainly we 
know that insurance companies can- 
not absorb any tax that is not ulti- 
mately reflected in the premium. Un- 
der the law, the insurance companies 
include tax loadings in the premium, 
and properly so. As insurance agents 
and independent business men, it is 
your duty to act, and act promptly in 
order to protect your customers, the 
insuring public, from this ever in- 
creasing municipal tax load.” 

Mr. Thurman went on to say that 
Many agents have stated they favor 
“our efforts to bring this to the pub- 
lic’s attention by showing the dollar 
amount on the face of the policy; but 

(CONTINUED ON PAGE 24) 
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Illinois Mutual Agents 
Elect Dressler To Helm: 
Varland Picked For V-P 


Despite “socked in” airlanes and 
highways leading to fog bound Deca- 
tur, the annual convention of Illinois 
Assn. of Mutual Insurance Agents at 
Hotel Orlando last week attracted 125 
agents who braved the elements and 
made it in by dead reckoning. 

George R. Dressler of Chicago was 
elected president. He replaces John 





George R. Dressler John B. Read Sr. 


B. Read Sr., also of Chicago, who 
completed two terms in office. Other 
new officers are: Orval L. Varland Jr., 
Rockford, vice-president; Mr. Read, 
secretary-treasurer; and John B. Read 
Jr., executive secretary. Elected to fill 
expiring positions on the board were 
Harold Bogard, Mattoon, Mr. Dressler, 
Mr. Varland, Frank Leberman of Har- 
risburg, and Ira Johnson of Aurora. 

Speaking at the banquet Tuesday 
evening, Claude Coates, newly-elected 
president of National Assn. of Mutual 
Insurance Agents, described the na- 
tional association’s fight against coer- 
cion, citing a recent decision handed 
down by Kentucky court of appeals 
which held that counties and munici- 
palities could be insured by mutual 
companies. 

+. 

In his welcoming address, President 
Read called attention to the associa- 
tion’s successful fight against legisla- 
tion that would permit small loan 
companies to write insurance. Touch- 
ing upon driver education, he said: 
“There is not too much we can do 
about the older generation but no one 
is in a better position to help young 
drivers when they first start to drive 
than the local agent.” 

Jack Milton, a sales and advertising 
consultant, spoke on sales promotion, 
stressing the importance of sincerity, 
confidence, and loyalty to companies. 
The welfare of the client should al- 
ways be kept in mind, he added. 

Advantages of survey selling were 
explained by Hugh Deery, Rockford, 
who recommended this method to ac- 
quire the interest of new commercial 
prospects. After an agreement has 
been reached, he said, the prospect 
should be presented with a detailed 
analysis on insurance carried against 
insurance needed. 

o 

Better office management as a key 
to over-all efficiency was discussed by 
Harold J. Bogard, Mattoon. Among his 
suggestions were procedures of ac- 
counting, collecting, hiring of girls and 
a neat appearing office. 

“Hail Insurance Sales” was the sub- 
ject of a talk by John Gainer, Prince- 
ton, and Donald M. Amos of DeKalb 
discussed farm coverage. Peter Bishop 
of Merrimack Mutual spoke on home- 
owners policies, covering the exten- 
sive claims resulting from homeown- 
ers C, and the family automobile 
policy was discussed by George Her- 
bert of the business extension depart- 
ment of Lumbermens Mutual Casu- 
alty. 
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Auto Assigned Risk Experience Given 


National Bureau of Casualty Un- 
derwriters has compiled available ex- 
perience on automobile assigned risks 
for 48 states, District of Columbia and 
Hawaii. The information disclosed by 
the compilation provides the answers 
to many questions that are frequently 
asked concerning the underwriting re- 


sults on assigned risks, according ty 
the bureau. The results, for all com. 
panies combined, are summarized bg. 
low. 

The policy years are those from the 
year shown through 1955. The lag 
three zeros are omitted. 








————Bodily Injury—— —-—, ——Property Damage 
Policy Earned Incurred Loss Earned Incurred 

Years Premium Losses* Ratio Premium Losses* Ratiy 

Alabama 1948 202 113 56.1 10: 69 634 
Arizona 1952 314 189 60.3 191 119 624 
Arkansas 1950 190 113 59.6 75 51 68 
California 1942 11,515 9,732 84.5 7,846 5,301 675 
Colorado 1946 481 390 81.2 442 289 653 
Connecticut 1941 5,445 6,508 119.5 2,269 1,697 48 
Delaware 1947 121 104 86.0 87 63 783 
Dist. of Col. 1953 168 181 107.9 96 70 729 
Florida 1947 1,891 1,138 60.2 1,319 764 579 
Georgia 1948 318 240 75.6 243 157 645 
Hawaiit 1952 12 10 81.4 12 7 58.6 
Idaho 1948 192 159 83.1 158 117 42 
Illinois 1941 4,921 5,981 121.5 3,062 2,923 955 
Indiana 1946 503 387 77.0 437 393 89.9 
Iowa 1948 829 760 91.6 772 545 70.1 
Kansas 1950 388 411 106.0 329 265 80.6 
Kentucky 1947 1,455 1,883 129.4 1,098 1,069 93 
Louisiana 1948 844 653 77.3 470 367 18.) 
Maine 1941 849 856 101.9 BRR 399 679 
Maryland 1950 1,406 1,639 116.6 936 124 3 
Massachusetts** 1948 11,256 16,951 150.6 4,333 3,601 43 
Michigan 1946 2,635 2,092 79.4 2,447 1,889 2 
Minnesota 1943 5,546 4,984 89.9 3,098 2,005 64.7 
Mississippi 1948 510 415 81.4 227 167 133 
Missouri 1949 1,024 928 90.6 545 429 18.6 
Montana 1952 170 89 52.3 107 70 654 
Nebraska 1946 482 365 75.6 399 278 69.8 
Nevada 1950 28 20 72.2 21 12 51.) 
New Hampshire 1938 1,504 1,535 102.1 778 663 85.2 
New Jersey 1941 8,902 8,155 96.6 5,490 3,928 15 
New Mexico 1948 162 99 61.0 130 52.) 
New York 1941 65,686 70,807 107.8 24,293 19,282 19.4 
North Carolina 1949 3,223 2,920 90.6 2,207 1,539 69.8 
North Dakota 1947 376 197 52.3 232 134 57.6 
Ohio 1947 3,054 2,777 90.9 3,011 2,238 43 
Oklahoma 1950 445 464 104.2 297 223 49 
Oregon / 1946 2,587 2,535 98.0 2,007 1,435 115 
Pennsylvania 1943 2,962 2,559 86.2 2,337 1,955 83.7 
Rhode Island 1947 744 824 110.8 474 380 80,2 
South Carolina 1948 685 624 91.1 463 356 168 
South Dakota 1949 60 104 173.6 42 54 129.) 
Tennessee 1948 706 648 91.8 382 332 86.8 
Texas 1952 1,292 1,057 81.8 1,009 777 710 
Utah 1946 273 179 65.6 190 121 63.7 
Vermont 1941 803 819 102.1 429 312 729 
Virginia 1941 4,163 4,592 110.3 2,505 2,229 89.0 
Washington — 1941 2,874 2,324 80.9 2,245 1,601 113 
West Virginia 1947 718 483 67.2 431 286 66.4 
Wisconsin 1946 5,249 5,085 96.9 2,545 1,969 74 
Wyoming 1948 178 141 79.7 139 105 59 
Totals $160,359 $166,241 103.7 $83,375 $63,902 “Ths 


t Data for policy year 1953 not available. 


Including allocated claim adjustment expenses. 


** Private passenger cars only, excluding allocated claim adjustment expenses for bodily injury. 





Rogan Holds No Need 
For Fire Rate Boost 


Fire underwriting experience in 
Wisconsin in the last five years does 
not justify a rate increase, Commis- 
sioner Paul Rogan told members of 
Wisconsin Federation of Mutual In- 
surance Companies and Wisconsin 
Assn. of Mutual Insurance Agents at 
their annual meeting in Milwaukee. 

In December of 1955 Mr. Rogan set 
aside rates filed by Fire Insurance 
Rating Bureau scheduled to take effect 
Jan. 1, 1956. After lengthy hearings, 
the bureau took the decision not to 
approve the rates to circuit court, and 
a decision is expected soon. 

For automobile, Mr. Rogan said the 
rate situation is “confusing,” attribu- 
ting this in part to the nature of the 
business. Without indicating his inten- 
tions, he noted that the department is 
confronted with the problems of rea- 
sonable rates and solvency of com- 
panies, and said: “If rates are 
inadequate, we are in for trouble. We 
must develop an adequate measuring 
stick so the facts can be determined. 
Increases in rates, if necessary, are 
not the sole answer in an adverse un- 
derwriting period. Possibly more care- 
ful underwriting and more supervision 
of expenses can be of material assist- 
ance in straightening out the situa- 
tion.” 

Registration was in the neighbor- 
hood of 500, held slightly below that 
of previous years by heavy snow 
storms in part of the state. 

Dean Erwin Gaumnitz of the Uni- 
versity of Wisconsin cautioned that 


the tightening of the economy in the 
(CONTINUED ON PAGE 24) 


Cal. Storm Loss Set 
At $2.5 Million 


Last week’s severe windstorm in 
southern California has caused an es- 
timated $2.5 million damage emanating 
from approximately 272,000 insured 
losses, General Adjustment Bureau has 
reported. 

Hardest hit area was Santa Ana 
where six oil-drilling rigs were over- 
turned and sand and dust brought 
about considerable automobile damage. 
About 3,000 property losses are ex- 
pected to average around $125 and 100 
auto losses will average $100. 

Other areas reporting damage were 
Glendale, metropolitan Los Angeles, 
Palm Springs, Pasadena, Pomona and 
San Bernadino, Santa Monica and Van 
Nuys. National Board has assigned ca- 
tastrophe number 89 to the storm which 
the weather bureau described as the 
most severe of its type in recent years. 


Ins. Corp. Of ‘America 
Is Purchaser Of Pan Am. 
Surety And Marquette Cas. 


In reporting in the Nov. 14 issue the 
purchase by Ins. Corp. of America, 
Indianapolis, of Marquette Casualty 
of New Orleans and Pan American 
Surety of West Palm Beach, it was 
implied that the purchase was being 
made by Agency Corp. of America. 
Ins. Corp. of America of Indianapolis 
is the purchaser. Agency Corp. o 
America of Cincinnati is transporta- 
tion manager for Ins. Corp. of America 
and for Michigan Surety, and the com- 
panies in the group will include those 
two and Marquette Casualty and Pan 
American Surety. 


Nové 
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Kuenkler Goes To 
Security, Group 
Makes Other Moves 


Security-Connecticut has_ elected 
Arthur S. Kuenkler, vice-president 
and actuary of U.S.F.&G., as executive 
vice-president and he will go to New 
Haven in January. 

At the same time, E. Clayton Gen- 
gras, president of Security-Connecti- 
cut announced reestablishment of field 
offices in northern Michigan, southern 
Illinois and Utah. These territories 
will be traveled again by the state 
agents who have managed them over 
the past decade for Security. 

Carl Livsey, special agent, who has 
been with the company for 17 years, 
is returning to Utah for Security with 
headquarters at 403 10th avenue, Salt 
Lake City. He will travel Utah and 
southern Idaho. 

State Agent James McEvoy, who 
joined Security in 1941, has reopened 
the office at 1305 McKay Tower in 
Grand Rapids to serve northern Mich- 
igan agents. 

William Miller, state agent, who has 
been with Security since 1945, is again 
traveling the southern [Illinois field 
with headquarters at 1749 West For- 
est street in Decatur. 


Two new directors have been elect- 
ed, Robert S. Reigeluth of New Haven 
and Joseph D. Sargent of Hartford. 
They fill vacancies on the board cre- 
ated by the resignations of Theodore 
Weisman and Salim Lewis. Mr. Reigel- 
uth is executive vice-president and 
treasurer of New Haven Trap Rock Co. 
and Mr. Sargent is a partner in Con- 
ning & Co. 

Carl Hagenkotter has been appoint- 
ed manager of the workmen’s com- 
pensation and general liability depart- 
ment of the group. He has been with 
Security since 1944, most recently as 
workmen’s compensation and general 
liability manager of the New England 
division. He now assumes over-all 
responsibility for the department, cov- 
ering all territories but the Pacific 
coast. 

Mr. Kuenkler began in insurance 
with the actuarial department of Na- 
tional Council on Compensation In- 
surance in New York City. Following 
service in World War II he joined 
US.F.&G. and was elected vice-presi- 
dent and actuary in 1953. He has been 
particularly active in rate making. As 
a member of the rating program com- 
mittee of National Bureau of Casualty 
Underwriters, he participated in the 
development of rati plans in this 
field. He also has assistéd.in rate mak- 
ing for automobile insurance as a 
member of the actuarial committee of 
National Automobile Underwriters 
Assn. He is a member of the commit- 
tee on trends of Inter-Regional Insur- 
ance Conference and has participated 
ina study of the “Impact of Inflation 
on Rate Levels” made by American 
Insurance Assn. 


Surety Managers Elect 
Clifford In Denver 


William F. Clifford, Maryland Cas- 
ualty, was elected president of Rocky 
Mountain Surety Managers’ Assn. at 
the November meeting in Denver. Oth- 
&r new officers include James A. Evers, 
Fidelity & Deposit, vice-president, and 
Paul W. Allen, New Amsterdam Cas- 
ualty, secretary-treasurer. New exec- 
ha committee members include John 

. Miller, Aetna Casualty; Robert W. 
. le, Fireman’s Fund Indemnity and 

obert J. McGlone, Crum & Forster. 
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Reliable To Assume 


American Title’s 
Fire And Casualty 


American Title of Florida will short- 
ly restrict its writings to title insur- 
ance only, according to President John 
W. Lamble, and will reinsure its fire 
and casualty portfolio in Reliable of 
Dayton, wholly-owned subsidiary. 

Mr. Lamble said that Reliable, in 
turn, will effect retrocession to Equity 
General, the U.S. branch of Swiss 
National, and the U.S. branch of Ba- 
loise Fire, members of American Equi- 
ty group. Any balance will be retro- 
ceded to other domestic insurers, he 
added. 

“This plan has long been under con- 
sideration,” Mr. Lamble said. “It was 
in anticipation of this step that Amer- 
ican Title purchased 100% of the out- 
standing stock of Reliable in the fall 
of 1955.” 

Mr. Lamble said the move was 
deemed advisable because certain 
states will not permit the licensing 
of a company for title insurance and 
fire and casualty. 

All commissioners of states in which 
American Title is presently licensed 
have been advised of the step, he 
said, and appropriate reinsurance 
agreements will be submitted for their 
approval wherever necessary. 

The policyholders surplus of Reli- 
able will be increased by some $1 
million, Mr. Lamble said. 


NAIA Membership 
Now Tops 33,000 


Membership in National Assn. of 
Insurance Agents reached an all-time 
high Nov. 1 when it went over 33,000 
member agencies. California regained 
the top spot with 2,756 members after 
having been displaced by Texas last 
month for the first time in many 
months. 

Texas is in second place with 2,745 
members, followed by New York with 
2,165, Ohio with 1,738, Pennsylvania 
1,634, New Jersey 1,472, Illinois 1,167, 
Indiana 1,068 and Michigan 1,042. 

Credit for the jump of almost 1,000 
members during the past year, after 
the membership figure had leveled off 
for the preceding two years, was 
attributed by K. H. Bair, Albuquer- 
que, N.M., chairman of the local board 
and membership committee, to a new 
membership promotional brochure de- 
signed by the committee, plus the 
great interest in the association stim- 
ulated by the advertising program. 


Surety Underwriters, 
N. Y., Elect Flaherty 


Surety Underwriters Assn. of New 
York City elected William J. Flaherty, 
Aetna Fire, president at the annual 
meeting. He succeeds Samuel M. Wil- 
liams Jr., Maryland Casualty. Guy E. 
Conrath of American group was 
named vice-president, and William 
Lucy, Aetna Fire, secretary-treasurer. 

Members of the executive committee 
are the officers and Joseph R. Asciut- 
to, Employers group; Thomas T. Car- 
mick, Fireman’s Fund; James R. Hil- 
las, Fidelity & Casualty, and A. Earl 
Usher, Standard Accident. 

During the meeting members 
viewed a documentary film, “The 
Eighth Sea,” on construction problems 
on the St. Lawrence Seaway project. 


New Jersey Assn. of Insurance 
Agents has scheduled its 1958 annual 
meeting Sept. 8-9 at the Hotel Tray- 
more in Atlantic City. 


The 
elephant 
that 


forgot! 


In Burma, an American construction 
company was building a bridge. And 
among the hired help was an ele- 
phant! 

His job was to haul mighty gird- 
ers to the river’s edge. 

But one day the absent-minded 
pachyderm forgot when to stop. 

He carried his burden onto the 
half-built bridge instead. And in one 
minute flat, 10,000 pounds of ele- 
phant sent the uncompleted bridge 
crashing into the water! 

This jumbo-sized catastrophe 
could have cost that American firm 
thousands of dollars. But every cent 
was recovered — through American 
insurance! 

This foreign risk was handled by 
a broker right here in the United 
States, working through the facil- 
ities of American International Un- 
derwriters. 

AIU is the reason why so many 
U.S. brokers and agents are handling 
foreign risks today. They’re adding 
new profits . .. making present ac- 
counts “competition proof”... and 
opening doors to new accounts in 
the booming foreign risk field. 

AIU is equipped to handle all kinds 
of insurance overseas. Complete 





American coverage, in any country 
where American people or enter- 
prises go, can be planned for your 
client. AIU writes policies in famil- 
iar American terms, taking into 
consideration the laws, customs, and 
insurance peculiarities of any na- 
tion on the map. 

Claims are paid on the spot, any- 
where in the world, in any currency 
premiums are paid in — including 
U.S. dollars, if local law permits. 

You don’t have to be an expert to 
handle foreign risks. Take it to AIU 

- and AIU is your’ expert! 

For full information and litera- 
ture, write AIU, Dept. E 102 Maiden 
Lane, New York 5, N. Y. 


AMERICAN 
INTERNATIONAL 
UNDERWRITERS 


Boston Chicago Dallas Denver Detroit 
Houston Los Angeles Miami New Orleans New York 
Portland San Francisco Seattle Tuls2 Wesbineton 











W. W. GREENE, Inc. 


Reinsurance 


SURVEYS CONTINUING COUNSEL 
Casualty + Fire 
& Allied Lines 


68 WILLIAM STREET 


NEW YORK 5, N. Y. 


TREATY PLACEMENT 


American & 
Foreign Markets 


BOWLING GREEN 9-2373 
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e * o. - @ Richard D. Teubner, a 28 year old age policies and spotted in this a T 
Indiana Convention Finishes On High Note — a1 scent trom ‘Tulsa, Okia, who attraction for an agents’ program, “| Tl 
has never made a public address be- Following Mr. Teubner were May. C 

e ° fore, was the star of the entire pro- ice G. Herndon, Washington rep 
With An Exceptional Array Of Speakers gram, painting a picture of the agency sentative of the national associatin,| | 
business as seen through the eyes of and Douglas N. Avery, professor d tu 

The concluding session of the an- speakers, the adroitness of Harry Mc- a young man. His remarks are treated insurance education of Ohio State Un,| tiv 
nual meeting of Indiana Assn. of In- Clain, Indiana’s executive secretary, in at length beginning on page 2. versity. in 
surance Agents last Wednesday morn- arranging such an event, and the spirit ° Mr. Herndon described the metho, | fo 
ing featured an array of speakers that of the association members who turn Mr. Teubner’s appearance on the of the Washington office in comby. co 
kept a banquet-broken audience in- out for every single item on the pro- program was due to the quick eye for ting legislation and opinions not {J at 
terested and attentive for nearly three gram in astonishingly large numbers talent possessed by Mr. McClain, who vorable to private insurance. Makin§ ni 
hours. This near miracle is adequate and at the moment when the sched- read an article Mr. Teubner wrote his first visit to Indiana in 10 yea,] ni 
testimony to the brilliance of the ule says the meeting is to begin. for an insurance magazine about pack- Mr. Herndon said the cooperation ,¢ ha 
the agents from the states is excep. al 
tional and valuable. He urged actiy,} bu 
participation of local agents in po.f w 
itics through the NAIA endorsed pr.J is 
gram of the Heritage Foundation. Je 


NAIA has increased prestige an 
effectiveness in dealing with congrey 
and administration officials in Wash. B 
ington, Mr. Herndon said. One of th L 
best examples of this is the elimina. 
tion of the self insurance fund ¢ 
Federal Housing Authority that wa Ww 
proposed in an administration bill. Thi} a! 
might be termed the first really ej tu 
fective demonstration of what th ac 
agents are able to do in Washington} si 
However, he warned of approaching} 


congressional investigation of state ce 
regulation and said the Washington re 
climate is not friendly toward private A 
insurance primarily because of the ae- p 
tions of a few companies and ind.} D 
viduals. H 
2 eC 
L 
Mr. Avery asserted that salesman- si 
ship has deteriorated, that many agents fr 
are doing business on the basis of old th 
and preconceived notions. An active ti 
personalized selling approach is re 
quired, he said. b 
Insurance agents know and use é- U 


fectively the first steps of a sale—the re 
pre-approach, the sales talk, etc., but Cc 
when they come to the close they stun. 
ble. Mr. Avery said the agent mus it 
dominate the interview enough so tha} p 
at the point of close he is not afraid B 
to ask for the business with a degree tl 
of confidence. He suggested that agents re 
determine before or during the in- 
terview whether the husband or wife 
is making the decisions so that when 
it comes to the close the right person ¥ 
is asked the vital question. 1 

Ask for the business, he urged, and a 
even if the answer is no, don’t be N 
discouraged. He said if the prospect 
says he doesn’t want to buy he should = 
be asked why not. This puts the heal 
on the prospect. Another good idea ii 
to recapitulate the reasons for buy- 
ing and then say nothing. There is 4 
frightening silence, but the agent is 

(CONTINUED ON PAGE 19) 
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Jack Benny can help you get new business. 
Alert agents across the nation are teaming their own 


radio advertising with THE JACK BENNY SHOW GENERAL LIABILITY 


PRIMARY EXCESS 


sponsored by THE HOME ngs vied 


0 Wm. K. O'Connor & Co. 


Home Office: 59 Maiden Lane, New York 8, N. Y. 53 West Jackson Blvd. 
FIRE « AUTOMOBILE « MARINE Chicago 4, Ill. 
The Home Indemnity Company, ox afiliate, writes Casualty Insurance, Fidelity and Surety Bonds HArrison 7-1721 
A stock company represented by ever 40,000 independent local agents and brokers 
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To Start Showing Ky. 
City Taxes Jan. 1 


Commissioner Thurman of Ken- 
tucky has notified insurers that effec- 
tive Jan. 1 all policies except those 
insuring governmental units and those 
for workmen’s compensation shall 
contain a provision which will separ- 
ately indicate the “provision for mu- 
nicipal tax” and the amount of mu- 
nicipal tax. Pending filings which 
have not been approved may be 
amended to include these provisions, 
put if a company desires a hearing it 
will be granted. Mr. Thurman says it 
is anticipated that all filings will by 
Jan. 1 include these provisions so that 
all companies will be operating on 
“exactly the same basis.” 


Ark. Agents Midyear At 
Little Rock Dec. 1-2 


Arkansas Assn. of Insurance Agents 
will hold its midyear meeting Dec. 1-2 
at Little Rock, the main program fea- 
ture being the national association 
advertising program. The general ses- 
sions will begin Dec. 2 with a break- 
fast of the special membership 
committee which is endeavoring to 
raise total membership to 400 by 
Aug. 31. At the business session re- 
ports will be submitted by Lawrence 
Derby, Warren, state director; D. T. 
Hargraves, Helena, president, and the 
committee chairmen. W. G. Cobb of 
Little Rock, vice-president, will pre- 
side. There will be a special report 
from the public relations commitciee on 
the possibility of forming an associa- 
tion-sponsored speakers’ bureau. 

The luncheon address will be given 
by Robert Barnett, a freshman at the 
University of Arkansas and the first 
recipient of the agents’-donated edu- 
cational and athletic scholarship. 

In the afternoon there will be show- 
ing of a film “Catastrophe 84-Audrey,” 
prepared by General Adjustment 
Bureau, and this will be followed by 
the presentation of the advertising 
campaign. 


New York Mariners Club at its No- 
vember meeting heard F. N. Oberle, 
vice-president in charge of salvage for 
Merritt Chapman Corp., discuss the 
attempted salvage of the liner 
Normandie. 
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Paul Buehler Named 
To Head Beacon Mutual 


Paul E. Buehler has been elected 
president of Beacon Mutual Indemni- 
ty to succeed L. H. Grinstead who 
previously had served as_ president 
from 1949 until last week when he 
resigned because of illness. He was 
made chairman. 

Mr. Buehler, Beacon’s 
dent of operations since 


vice-presi- 
1954, went 





Paul E. Buehler L. H. Grinstead 


with the company as sales manager 
in 1937. He was elected to the board in 
1949 and promoted to vice-president 
in 1954. He is a former president and 
currently secretary of Conference of 
Mutua] Casualty Companies. 

Mr. Grinstead began with Beacon 
in 1931 as one of the original incor- 
porators. He served as comptroller, 
secretary, general manager and was 
named vice-president and secretary in 
1948. He is a past president of both 
National Assn. of Independent Insur- 
ers and Insurance Federation of Ohio. 

Mr. Buehler for a number of years 
has been secretary of Conference of 
Mutual Casualty Companies, and has 
attended the meetings of the various 
divisions of this organization dealing 
with underwriting, agency manage- 
ment, claims, etc.—in the early days 
as general organizer, sparkplug, pro- 
gram arranger, publicity chairman 
and ticket taker, but these affairs are 
now of such a size and importance 
that the committee chairmen have 
subcommittees to take care of all the 
details and Mr. Buehler is playing the 
role of doting grandparent. 


Commissioner Gold has approved a 
12.2% decrease in rates for manufac- 
turers’ and contractors’ liability insur- 
ance, effective Nov. 13, as filed by Na- 
tional Bureau of Casualty Underwrit- 
ers. 
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BOSTON INSURANCE GROUP 


a BOSTON INSURANCE COMPANY 
ia? OLD COLONY INSURANCE COMPANY 
87 KILBY STREET, BOSTON, MASS. 


¥ I adependent 
Insurance mag 


“seaves/ Yew Pras 






(Agent’s name, address and telephone number) 


Glossy prints of this ad are available for newspaper 
reproduction. Without obligation, of course. 








1401 Peachtree St., N. E. 
ATLANTA, GA. 
TRinity 4-1635 





601 Munsey Bidg. 
BALTIMORE 2, MD. DALLAS 5, TEXAS 
MUlberry 35-2504 


NATIONWIDE 


UNDERWRITING AND CLAIM SERVICE 
FOR SURPLUS AND UNUSUAL COVERAGES 


Kuet HiTkEe & COMPANY. IINE. 


GENERAL INSURANCE AGENTS 

Home Office 
@ Phone WAbash 2-3622 
CHICAGO 4, ILLINOIS 


175 W. Jackson Boulevard 


WITH ADDITIONAL OFFICES IN 


P.O. Box 8046 905 Central Bank Bidg. 
DENVER 2, COLO. 


laxeside 6-8683 AMherst 6-0243 


1535 Wilshire Bivd. 
LOS ANGELES 17, CALIF. 
DUnkirk 8-3161 


233 Sansome St. 407 E. Washington St. 
SAN FRANCISCO 4, CALIF. SPRINGFIEDD, ILL. 
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HO Still At $1 Million 
Weekly Clip For N.A. 


In the three weeks ended Nov. 15 
North America received $3 million in 
premiums on homeowners and tenants 
policies. President John A. Diemand 
said the strong upward surge in home- 
owners business indicates the group 
probably will write as much business 
in 1958 on this class as it did in all of 
the first seven years the coverage was 
on the market. North America intro- 
duced the coverage in 1950. 
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Pearl Opens Omaha 
Office, Names Clark 


Pearl has opened an Omaha service 
office in the Omaha National Bank 
building. L. W. Clark, general agent of 
Pearl and Monarch there, has been 
appointed manager and will supervise 
operations in Nebraska and _ Iowa. 
Norman Kemmler of the Clark gener- 
al agency of Omaha, and J. A. Mosher, 
Iowa special agent of Pearl and Mon- 
arch, have been named state agents in 
Nebraska and Iowa. 


Two Providence 
Washingtons To Merge 


In the 
operating efficiency, 
Providence Washington will acquire 
the assets and assume the liabilities 
of Providence Washington Indemnity. 

Roy E. Carr, president of the two 
insurers, points out that Providence 
Washington Imdemnity was organ- 
ized at a time when multiple line 
powers were not available in all 
states. At present however, Providence 


interests of economy and 
as of Dec. 31 
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| Gt usbe Thankful 


We 
America today are truly 
thankful that ours is a land of 
plenty! As we once more celebrate a 


in 


national holiday in the traditional manner, we 
become increasingly conscious of privileges that 
- have come tomean’ The American Way of Life.” The 
course of events in other nations has stirred us into reali- 
zation of responsibilities as well as privileges! Each of us has 
a job todoin maintaining our advantages, and each of us must 
exehy for them in honest toil of mind and body. @ Insurance 
agents have been quick to contribute their efforts by 
: advocating adequate protection for American homes and 
industries. Their job of safeguarding Wave country against 





unforeseen catastrophes is closely woven into the 
lelate of national security. @ Crum & Forster 
companies are offering agents every possible 
cooperation in this enormous task! 
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Washington is empowered in all states 
in which the indemnity company jg 
doing business, to write the classes of 
insurance now being written by the 
subsidiary company. 

No changes in personel, underwrit. 
ing policy or states in which casualty 
business will be written are contem. 
plated, Mr. Carr said. 


Crosby To Sing Again 
At Xmas For N.A. Group 


For the third consecutive year, North 
America will sponsor Bing Crosby to 
convey Christmas greetings to the na. 
tion’s independent agents. The “Christ. 
mas Eve Sing with Bing” program 
will be broadcast over CBS from Hol- 
lywood 9 to 10 p.m. EST, MST and 
PST and from 8 to 9 p.m. CST. Abroad 
it will be carried by Canadian Broad- 
casting System, Armed Forces Radio 
Service and Voice of America. 

In 1956 the broadcast was named 
one of the top seven radio and Ty 
programs by Radio & Television Daily, 

This year’s hour of Christmas mel- 
odies will feature Mr. Crosby, Paul 
Weston’s orchestra and the Norman 
Luboff choir, and ‘remotes’ from all 
parts of the world. The latter wil] 
include selections by the Vatican choir, 
Voices of Victory, North America’s 
chorus, and choral groups in Aus- 
tralia, Canada, France, Jerusalem. and 
the Hague. Bing’s son, Gary, wiil be 
heard from Salzburg, Austria, and a 
U.S. marine choir in the Mediterranean 
will contribute selections. 

Decca’s recording of the first “Sing 
with Bing” broadcast is being reis- 
sued this year. 


Wiggin Promoted In Claims 
Unit Of Aetna Fire At Boston 


Richard L. Wiggin has been named 
assistant claims manager at Boston by 
Aetna Fire group. He will be associat- 
ed with Claims Manager William H. 
O’Connell. He joined Aetna Fire group 
in 1943, as loss adjuster and was ap- 
pointed claims supervisor in 1946. 


Chester M. Kellogg, vice-president 
of Alfred M. Best Co., New York in- 
surance publishers, addressed New 
York chapter of American Society of 
Insurance Management at last week’s 
meeting. 
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Insurance Institute 
Reelects Officers, 
Presents 1957 Awards 


Insurance Institute of America, at 
the annual meeting in New York, re- 
elected all officers, and six of seven 
directors whose terms on the board 
expire this year. N. M. Knowlton, 
president of Holyoke Mutual Fire, was 
named to succeed James A McLain, 
president of Guardian Life, as a di- 
rector. 

The institute issued final certifi- 
cates to 287 persons from all parts of 
the U. S. who completed its general 
insurance, fire, marine and_ allied 
lines, and casualty and surety bond- 
ing study requirements during 1957. 
Ronald J. Kennedy of Great American 
Indemnity, New York, accepted the 
certificates in behalf of all who com- 
pleted the institute’s three-part exam- 
inations. 

Awards to outstanding students 
during 1957 were presented’ by 
W. Irving Plitt, vice-president of At- 
lantic Mutual, president of the 
institute. 

The Edward Rochie Hardy 
memorial prize—a $50 U. S. savings 
pond—for the most distinguished 
graduate of 1957 went to David B. 
Cumming, a senior underwriter in the 
special risks department of Fire Asso- 
ciation. 


The McKeel prize, a cash award to 
the graduate engaged in claim or loss 
adjustment work who receives the 
highest average mark for all three 
examinations administered by the in- 
stitute, went to Edward W. Smith of 
Transport of Oklahoma City. Consist- 
ing of the dividend on 20 shares of 
stock in Hanover Fire, the McKeel 
prize was established by that company 
in memory of the late Ben S. McKeel, 
executive vice-president. 

Institute prizes of $25 U. S. savings 
bonds awarded students receiving the 
highest grade in each examination 
during the January and May semes- 
ters went to Edwin W. Ahlum of the 
home office of American Casualty, 
Leonard G. Collingsworth, Employers 
Casualty, Sherman, Tex.; William G. 
Roundey, Utica Mutual, Utica, N. Y.; 
Dean Scott, Union Auto Indemnity, 
Bloomington, Ill; Donald G. Wam- 
boldt, State Farm Fire, Berkeley, Cal.; 
Barksdale E. Williams Jr., Southeast- 
ern Underwriters Assn., Savannah, 
and H. Hayes Tucker, L. T. Barton 
agency, Fort Worth. 

Honorable mention as runner-up for 
the Hardy prize went to Floyd P. 
Shaw IV, Employers Casualty, Dallas. 


Security Moves L. A. Office 


Security-Connecticut group has 
moved its Los Angeles office to 3325 
Wilshire boulevard. Richard J. Walk- 
er, resident secretary, continues as 
manager. A complete multiple line fa- 
tility, the office serves agents in Los 
Angeles and southern California. 
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New Edition Of 
Non-Resident Agency 
Laws Is Published 


The National Underwriter Co. has 
just completed its biennial study of 
non-resident agency and _ brokerage 
laws of the 48 states, District of Co- 
lumbia, Alaska, Hawaii and Puerto 
Rico. Included once again is informa- 
tion regarding surplus or excess line 
license laws. 

This tabulation was first compiled 
in 1941. Revisions are made every two 
years in order to reflect changes made 
by state legislatures and new rulings 
and interpretations of insurance de- 
partments. 

The booklet is easy and convenient 
to use. Under a uniform arrangement, 
it indicates state by state whether a 
non-resident may or must be licensed, 
how he can obtain a license, counter- 
signature requirements, whether com 
missions may be paid to out-of-state 
producers and how extensively a non- 
resident may operate in the state. The 
newly added material telis whether a 
resident or a non-resident may be li- 
censed to place insurance with a non- 
admitted insurer and details the re- 
quirements, restrictions, etc., concern- 
ing this. 

Statutory references are cited for 
each item and where the authority 
for an item is a formal departmental 
ruling, an interpretation of the in- 
surance commissioner or an opinion 
of the attorney general, this is indi- 
cated. 

Single copy price for the booklet is 
$1.50. The price for two copies is $1.25 
each; three copies, $1.15 each; 4-24 
copies, 85 cents each; 25-99 copies, 75 
cents each; 100-499 copies, 65 cents 
each; 500 or more copies, 60 cents 
each. Copies may be ordered from 
the National Underwriter Co., 420 East 
4th street, Cincinnati 2, Ohio. 


American Promotes Madden 
To Head Office Position 


American group has_ transferred 
Francis L. Madden, bond manager at 
Philadelphia, to the head office and 
appointed him staff superintendent in 
the bond, burglary and glass depart- 
ment there. He joined American Auto 
as bond manager in 1954. 

He entered insurance as a policy 
analyst in the Pennsylvania depart- 
ment in 1935, and advanced to chief 
policy analyst before resigning to join 
Standard Accident in 1938. Appointed 
a bond and casualty special agent in 
central Pennsylvania, he was trans- 
ferred to Philadelphia as assistant 
bond manager in 1941, and was pro- 
moted to bond manager of Standard 
Accident there in 1947. 


Hartford A. & 1. Names Igoe 


Hartford Accident has appointed 
William F. Igoe Jr. office manager 
at Washington, D.C. Formerly cashier, 
he joined the company there in 1953, 
and was subsequently named chief 
clerk in the casualty department. 

















41000 MILES 10 G0... 


WITH CONTRACT BONDS NEEDED 
EVERY INCH OF THE WAY 


Within the next 13 years, 


41.000 miles of new 


roads will be built under the Federal Highway pro- 
gram alone. Practically every type of contractor 
employed on this vast project must furnish Contract 
Bonds. In addition, the new roads mean re-location 
of industry—new shopping centers—new schools — 
motels—restaurants. THE chance-of-a-lifetime for 


bond agents! 


Let American Cas- 
ualty help you with unex- 
celled bonding experience, 
judement and know-how 

.. With preferred rates 
for qualified contractors 
... and with complete multiple 
line facilities that enable 
you to “‘wrap up” the 
entire account. 
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W. Va. Mutuals Hold 
42nd Annual Meeting 


West Virginia Association of Mu- 
tual Insurance Companies held its 42nd 
annual meeting at Clarksburg and 
heard a number of important speakers, 
among them the state insurance com- 
missioner, Harold E. Neeley, and Carl 
E. Weimer, West Virginia fire mar- 
shal. Industry speakers included Har- 
old W. Walters, assistant secretary of 
National Association of Mutual In- 
surance Companies; J. C. Stennett of 
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Federation of Mutual Fire Insurance 
Companies, and George M. Brase, im- 
mediate past president of the West 
Virginia association. 

Business sessions covered rates, state 
insurance laws, and the work of the 
state insurance companies in coop- 
eration with the insurance commis- 
sioner and fire marshal. All officers 
were unanimously reelected. 

London & Lancashire has appointed 
Allston Associates, New York ad- 
vertising agency, advertising represen- 
tative. 


Vendee-Bought Cover 
Applies To Purchase 


The New York court of appeals 
held, in Raplee vs Piper, that when 
a land purchase contract requires the 
vendee to keep the property insured 
and there is a loss before the per- 
formance of the contract is completed, 
insurance received by the vendor is to 
be applied on the remaining balance 
of the purchase price. The court 
pointed out that every appellate deci- 
sion in New York so holds. The case 





how do YOU want to sell A&H? 














check into these 
Combined Plans — now! 


If you’re looking for results—results that 
count, in the accident and health field, here 
are 2 outstanding opportunities offered by 


Combined: 


1. Specialize in selling one of Combined’s Pack- 
age Plans, that pay an agent from $125,000.00 
to $140,000.00 over a 10-year period, and after 
that, a retirement income of around $1,000.00 a 
month. Agents who qualify for this concen- 
trated type of selling receive personalized sales 
training and the special merchandising materials 


necessary to get these earnings. 


Combined Group of Companies 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 


Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 


First National Casualty Company, Wisconsin 





Insuring over 1,200,000 policyholders 


oe ee ee ee ee we ee ee ee ee ee ee ee ee ee ee ee ee ee 


Combined Insurance Co. of America, Dept. 128 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please send me details about: 
(] Combined’s Specialized Package Plans 
(1 Combined’s Wholesale Group Plan 


MAIL 
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COUPON 





2. If your present commitments allow only a 
few hours a day, Combined’s Wholesale Group 
Plan can do wonders to supplement your 
income. This Plan provides comprehensive 
A&H and hospital coverage for 5 or more 
employees—even covers pre-existing conditions! 
Complete with sales tools, it’s a saleable pack- 
age to practically every small business listed 
in your classified directory—one you can sell 
in your between-apppointment hours. 


Check the method that interests you, on the cou- 
pon below, and mail it today, at no obligation. 
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is reported in 9 CCH (Fire & Casu- 
alty) 290. 

The vendor, after a fire loss, re. 
ceived $4,650 from the insurance, pre. 
miums on which had been paid by 
the vendee as required by the con- 
tract. The vendor then offered the 
vendee the difference between the 
amount unpaid on the contract and 
the insurance proceeds, but this was 
refused, and the vendee demanded 
that the entire amount be credited on 
the balance of the purchase price. 

The court held that it would be un- 
just if a contract vendee, though com- 
plying with the contract by keeping 
the property in the name of the vendor, 
should get no benefit from the insur. 
ance. A situation would result where 
the vendee would be entitled to the 
full purchase price, even though the 
building were destroyed, plus the in- 
surance proceeds, but the vendee, 
though deprived of the destroyed build- 
ing, would nonetheless pay the ful] 
price. The courts have refused to 
adopt so inequitable a result, the New 
York court stated. 


Under common law the risk of fire 
loss during pendency of the contract 
and the passing of title is on the pur- 
chaser in all cases. The risk of de- 
struction by fire is on those vendees 
only who are in possession at the 
t'me of the fire or who have taken 
legal title. Thus either at common 
‘aw or under the real property law of 
New York this vendee would be in the 
same position. He must take the dam- 
aged property and pay the full pur- 
chase price, but he is entitled to credit 


thereon for the insurance proceeds, 
since he and the vendor have so 
agreed. 


Justice Burke dissented and cited 
the case of Brownell vs Board of Edu- 
cation. He pointed out that this case 
unanimously and unequivocally laid 
down the rule that by its nature a 
policy of property insurance is a per- 
sonal contract of indemnity which 
runs solely to the named insured and 
not with the land, and, in the absence 
of a specific agreement, the vendee is 
not entitled to the proceeds of the 
vendor’s policy because it is not part 
of the things bargained for and no cross 
relation exists in regard to it. 

Constance E. Cooke appeared for 
Piper and Henry Valent for Raplee. 


Rocky Mountain CPCUs 


Name Hulwick President 


William C. Hulwick, Central Mutu- 
al, Denver, was elected president of 
Rocky Mountain CPCU chapter at a 
dinner meeting Nov. 7. He succeeds 
Walker Garrott, Denver. Others elect- 
ed were William R. Kersten, Van 
Schaack & Co. agency, Denver, vice- 
president and Robert J. McGlone, 
Crum & Forster, Denver, secretary- 
treasurer. 


Buckeye Union Field Men To 
Meet At Home Office Dec. 2-3 


Field men of Buckeye Union group 
will meet at the home office Dec. 2-3 
for business sessions and individual 
appointments with company execu- 
tives. Department managers will ex- 
plain all recent changes in the busi- 
ness and review promotion plans for 
1958 at the Monday business sessions. 
Individual interviews will be held on 
Tuesday, Dec. 3. These meetings are 
held at least twice a year for all field 
men. 


Hagerstown (Md.) Assn. of Insur- 
2nce Agents has elected Morris 
Bassford president, Edwin Hook vice- 
president, Audrey I. Knodle secretary, 
and J. Scott Lantz treasurer. 
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Zimmermann Tells 
Buyers How To Judge 
Right Fidelity Cover 


Insurance Buyers Assn. of Detroit 
heard Peter A. Zimmermann, assistant 
secretary of Surety Assn. of America, 
discuss the problem of determining 
the correct amount of fidelity cover- 
age a commercial firm should carry, at 
the November dinner meeting. 

Mr. Zimmermann said that for every 
case of no fidelity coverage or under- 
insurance receiving wide notice in the 
pusiness, there are hundreds if not 
thousands of others. These cases have 
always been a source of concern to all 
segments of the fidelity bond business 
—producers, underwriters, and the 
surety association. 

Tracing the development of fidelity 
pond forms, he said that blanket fidel- 
ity coverage is broader in form and 
available at lower rates than ever be- 
fore in the history of corporate surety- 
ship. However, the same problem of 
uninsured or underinsured loss exists, 
despite the fact that in the interven- 
ing years much advertising and edu- 
cational work has been done by surety 
companies, surety agents and insur- 
ance brokers individually and collec- 
tively, through company associations, 
agents associations, and other interest- 
ed groups. 

While the spector of the uninsured 
or excess fidelity loss is still much in 
evidence, he pointed out, it may not 
be entirely a fault of the industry itself. 
He recalled the concerted drive that 
was conducted in nearly all fields of 
insurance to acquaint insured with the 
necessity of increasing existing 
amounts of insurance, insuring to val- 
ue, brought about chiefly by the in- 
creased cost of replacement and the 
generally higher level of values and 
prices. This is in itself an indication 
that even where other forms of cover- 
age were involved there was always 
the problem of underinsurance and 
continuing attempts were being made 
tocorrect that situation, he said. 

In order to correct, a special sub- 
committee of the surety association’s 
fidelity bond advisory committee went 
to work on the problem of inadequate 
fidelity bond coverage. After several 
years of exhaustive study a formula 
was developed which is now enjoying 
a great degree of popularity among 
insured because of its simplicity and 
practical application to the bond re- 
quirements of commercial firms, he 
said. 

This formula is fully described and 
analyzed in “How Much Honesty In- 
” a booklet prepared by the 
Surety Association. He said the for- 
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Hartford Fire Group 
Acquires U.S. Home 
Office Of Caledonian 


Hartford Fire group has purchased 
the former U. S. home office of Cale- 
donian in Hartford. The two-story 
building was erected in 1936 on prop- 
erty formerly owned by Hartford Fire 
adjoining the present site of that 
group’s training center. 

Earlier this year Caledonian sold its 
American operations to Peerless, 
which leased the building. Peerless is 
presently moving its facilities in Hart- 
ford to its new home office building in 
Keene, N. H. 

The Caledonian building contains 
general office space on both floors, 
executive offices on the main floor, a 
large basement, and a penthouse with 
kitchen facilities and large club rooms. 
The property also has an off-street 
parki..g area accomodating 50 cars. 


America Fore Group 
Moves In White Plains 


America Fore has moved its offices 
in White Plains, N.Y., to a new four- 
story building at 300 Hamilton ave- 
nue. The group is the principal tenant 
of the new building, occupying the 
first and second floors. An employe 
lounge and cafeteria area also is on 
the lower floor. 

The group will hold open house at 
the new office Dec. 3, and will spon- 
sor a family day for employes and 
their relatives Dec. 4.. 

State Agents David W. Cavert. Ber- 
nard J. O’Donnell and George E. Wood 
make their headquarters in White 
Plains. James F. Atwell is resident 
manager and Howard J. Finley staff 
adjuster there. Joseph J. Zak is claims 
manager of Fidelity & Casualty. 


Wolverine Opens New 
Office At Sioux Falls 


Wolverine of Battle Creek ‘has 
opened a new office in Sioux Falls, S. 
L., for Wolverine agents in both Dako- 
tas and Minnesota, at 1601 West 12th 
street. Heading the underwriting de- 
partment will be Roger Van Twisk, 
previously in Wolverine’s Des Moine 
office. Dean Dornberger will continue 
as sale: manager for the territory and 
Oscar Austad continues as claims man- 
ager. 

Previously, Wolverine operated a 
service office in Sioux Falls. 





mula may be aprlici to any firm in 
order to determine with a great deal 
of accuracy just how much fidelity 
coverage should be carried. 
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INTERCHANGEABLE SHOES 


For hundreds of years the Chinaman pulled his shoes 
on either the right or left foot indifferently. Simple 
for the maker, uncomfortable for the wearer. 


Insurance Service means fitting the purchaser's 


insurance protection needs exactly, not just selling 
him a policy. The New Amsterdam Casualty Com- 
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the ever changing problems of the surety and cas- 
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Ala. Insurer Sued For 
$1,725,000 Cage Bonds 


Continental Union of Birmingham, 
which no longer is doing business, has 
been named in a suit for $1,725,000 in 
federal court at Montgomery. The suit 
was filed by Perry O. Hooper of Mont- 
gomery, trustee for the bankrupt Con- 
solidated American Industries, which 
seeks to recover $103,000 in defaulted 
bonds allegedly purchased by Ben- 
Jack Cage of Dallas, founder of 
Continental Union and former presi- 
dent of ICT of Dallas. 

However, the suit consolidates the 
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actions of about 20 other persons and 
corporations to recover bonds alleged- 
ly owned by them. Involved are $2 
million of municipal bonds floated in 
1954 by West Buechel, a small town 
near Louisville. West Buechel alleges 
Mr. Cage gave the city a promissory 
note for $1,725,000 and a cash pay- 
ment of $225,000 in buying the full 
issue. The suit contends that Mr. 
Cage’s promissory note then was 
guaranteed by Continental Union. The 
suit asks for interest as well as prin- 
cipal. 

Continental Union went out of busi- 
ness in October, 1956, and its business 
was reinsured. 
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for the friendly service 
of company people 


Important as it is in 
streamlining insurance 
procedures, the machine 

can never replace the human 
element in Northwestern’s 
relations with its agents. Giving 
friendly, efficient service 

is second nature to the people 
you deal with when you 
represent Northwestern. 


Send for your copy of Black- 
board Review, an informative 
booklet on the Commercial , 
Property Coverage. Write to: 
Northwestern Mutual Insurance Co., 
217 Pine Street, Seattle 1, 
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Parrett Is Elected 
President Of Buyers 


American Society of Insurance Man- 
agement, at its annual meeting in Chi- 
cago, elected J. T. Parrett, Carnation 
Co., Los Angeles, president. 

Other officers elected are H. Stanley 
Goodwin of McKesson & Robbins, New 
York, and W. Howard Clem of Schlum- 
berger Well Surveying Corp., Houston, 
vice-presidents; George A. Mearns of 
Sunshine Biscuits, New York, treas- 
urer, and Raymond V. Brady of Chase 
Manhatan Bank, New York, secretary. 

The society created a new region for 
western Pennsylvania, eastern Ohio, 
and upstate New York, and elected R. 
W. Low of Westinghouse Electric, 
Pittsburgh, regional vice-president for 
that area. 

Other regional vice-presidents 
elected are T. V. Murphy, Maryland 
Shipbuilding & Drydock Co., Balti- 
more, and D. C. Morris, Chance Vought 
Aircraft, Dallas. 

Henry Austin of Standard Oil of 
Indiana was elected director of educa- 
tion. He is in charge of a program of 
risk management education to be es- 
tablished in universities and colleges 
throughout the country. 


Phoenix Of Hartford 
In Southwest Changes 


Phoenix of Hartford has appointed 
F. Hardie Miller manager at Houston. 
He joined the Oklahoma field staff in 
1936 and was made state agent in 
1953. A graduate of the home office 
casualty program, he was appointed 
casualty superintendent in 1955 at 
Raleigh, supervising Virginia, North 
Carolina and South Carolina. 

Judson E. Terry, Jr. has been named 
superintendent in charge of casualty 
and surety department at Dallas. He 
joined the company in 1953 as agency 
supervisor. Gwen L. Jones becomes 
casualty supervisor at Dallas. 


Magnitude Of Private 
Atomic Indemnity Cited 


The greatest amount of insurance 
ever devised has been developed for 
nuclear energy installations, Hubert 
W. Yount, executive vice-president of 
Liberty Mutual, told a recent confer- 
ence on the peacetime uses of nuclear 
energy held at the Massachusetts In- 
stitute of Technology in Cambridge. 

As chairman of a conference panel 
on “Insurance For Atomic Business,” 
he said that more than 400 U‘S. fire 
and casualty insurers are involved in 
providing a total of $125 million in 
coverages—$65 million against damage 
to facilities and $60 million third party 
liability against damage to the persons 
and property of others. The amount 
of third party liability is some three 
times greater than has ever been 
made available on any single indus- 
trial operation, he said. 

American insurers retain approxi- 
mately two-thirds of tne coverage of- 
fered, he said. The rest is reinsured 
in alien companies and_ syndicates 
throughout the world. 


U.S. Loses Big Negligence Suit 

Henry B. Deane Sr., a retired mem- 
ber of the staff of American Surety at 
Washington, D.C., was awarded $90,000 
and his wife $10,000 under a consent 
agreement between his attorneys and 
Assistant U.S. Attorney Casey, be- 
cause he tripped over a loose electric 
cord in the office of Bureau of Customs 
in Washington. Mr. Deane fell and 
broke his thigh. As a result of compli- 
cations his leg was amputated. Since 
the accident he has been confined ei- 
ther to a hospital or his home. 

The government won the Deane suit 
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in U.S. district court but the U.S. cour | 
of appeals ruled the government wa; | 
“clearly negligent” in letting the corq | 
lie loosely on the floor near the ep. 
trance to the customs bureau building 
The settlement followed. The Treasury 
has a special fund out of which com. 
promise payments may be made up to 
$100,000. 


Home F.&M. Declares Dividend 

Directors of Home F.&M. have de. 
clared a quarterly dividend of 40 cents 
per share payable Dec. 13 to stock of 
record Dec. 6. 





——$—$—$—_____ 





Does your client 
know when he 
is under-insured? 
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Sees Need For Full 
Use Of Actuary In 
Rate Making Today 


If fire and casualty insurance is to 
fulfill its destiny, it must have rate 
making procedures sound in theory— 
pased on adequate, accurate and cur- 
rent statistics, Ambrose B. Kelly, 
general counsel of Factory Mutuals, 
said in his talk at the meeting in Phila- 
delphia of Casualty Actuarial Society. 
This calls for hard work by trained 
men, supported by basic research into 
the many complex factors which 
affect experience, he declared. 

“It calls for boldness, imagination, 
and ingenuity by men of sound tech- 
nical training. In short, the problems 
ot today call for actuaries who, in the 
classic definition, accept the responsi- 
pility for computing insurance rates. 
It is up to them to prove science can 
solve the problems of rate making—if 
poth executives and supervisory of- 
ficials give them a chance.” 

He noted that rating methods are 
under attack both inside and outside 
the business, and the loss experience 
seems to indicate that something is 
seriously wrong. Even life insurance 
finds itself split wide open over X-17. 

Is actuarial skill not up to the chal- 
lenges of the present? he asked. Is it 
impossible today, by study of statisti- 
cal data available and the application 
to it of carefully constructed and 
tested formulas, to determine rates for 
tomorrow that will be adequate, not 
excessive and not unfairly discrimin- 
atory? Or, rather, is it that actuarial 
science has not been tried in the fire 
business? 

Mr. Kelly wondered if the business 
has not reached a stage where it must 
turn to the scientist and for once pay 
attention to what he says, based on 
his study of the experience data 
available. The ultimate solution to the 
current problems of the fire and casu- 
alty business may be the trained 
actuary, backed by properly coordi- 
nated statistical data and supported 
by a basic research program. This 
demands long range planning, he said, 
at a time when the business is calling 
for immediate solutions—but any 
other program is likely to be a relief 
of symptoms rather than a lasting 
cure. 

He conceded that the problem of 
rate making in fire and casualty is of 
enormous difficulty and that perhaps 
the business should be surprised at 
how well rather than how poorly it is 
doing. The problem of the actuary is 
made even harder by the fact that he 
faces two cynics—the practical insur- 
ance executive who feels that math- 
ematics based on loss data should 
Never be substituted for judgment 
based on underwriting experience, 
and the insurance department which 
questions the statistical basis of these 
calculations, the modifying factors 
which the actuary wishes to use and 
the loadings for administrative ex- 
penses. 

Perhaps it is not surprising that the 
actuary with his scientific methods 
has had short shrift, Mr. Kelly com- 
mented, and that the keeping of sta- 
tistics has been divorced from the rate 
making organizations. There is no 
national rating schedule but an abun- 
dance of regional schedules. Loss cost 
per unit of exposure is an unused 
concept and judgment reigns supreme. 

The casualty business is not much 
better off than the fire. He called 
attention to the difficulty the casualty 
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Standard Accident 
Shifts Managers 
At Two Branches 


Standard Accident and Planet have 
named Gilbert S. Hildebrandt as as- 
sociate manager at Baltimore and 
Clayton W. James as manager at Buf- 
falo. 

Mr. Hildebrandt entered the busi- 
ness in 1911 with Fidelity & Deposit. 
He was superintendent of the bur- 
glary department of Standard Acci- 
dent from 1923 until 1927, when he 
left to manage the Michigan office of 
New York Indemnity. He returned 
to Standard Accident in 1929 as man- 
ager at Syracuse, then transferred to 
Buffalo as manager in 1941. He took 
on additional duties as Buffalo man- 
ager for Planet in 1946. 

Mr. James joined the A&S depart- 
ment of Standard Accident in 1932 
and later became a casualty under- 
writer. He served as special agent in 
New England from 1940 to 1949, when 
he left the company to become a part- 
ner in a Massachusetts general agen- 
cy. He rejoined the company in 1956 
as a teacher in the training school 
and later transferred to the agency 
and field coordination department. He 
became assistant manager at Buffalo 
in March of this year. 





companies face when there is a dras- 
tic turn in experience which cannot 
be reflected in the rates for months 
or years because of the necessary lag 
in the compilation of statistical data. 
This is probably the most pressing 
single problem before the actuary to- 
day, since rates based on the exper- 
ience of five years or three years have 
enough natural handicaps without 
having the experience at least a year 
old before it is in usable form. Here, 
he suggested, the electronic marvels 
may provide the answer before too 
long. 


But if the actuary faces doubts of 
insurance company executives with 
regard to science as applied to rate 
making, when he gets to the insurance 
department he is denied the proposed 
rate increases because they involve 
too much judgment and are not scien- 
tific enough; viz., the New York de- 
partment’s denial of an increase of 
automobile liability rates on _ the 
ground that there was not enough 
statistical data. Pennsylvania turned 
down filing for a fire rate increase 
because the proposed rates were not 
supported by sufficient statistical 
data. 

It is obvious, Mr. Kelly said, that 
the insurance departments feel strong- 
ly they must have a yardstick by 
which to measure rate fillings “which 
is the same in good times as in bad.” 
They regard a rate formula, applied 
to creditable and appropriate statisti- 
cal data, which will indicate the 
proper rates for next year on the as- 
sumption that loss experience and ad- 
ministrative expenses will be the same 
as those of the past period, as such a 
yardstick. If judgment is to be substi- 
tuted for such a formula, they are pre- 
pared to substitute their judgment for 
that of the company or bureau raters— 
and already have done so. 


Hear Air Safety Talk At N. Y. 


New York chapter of Society of Fire 
Protection Engineers at the November 
meeting heard George H. Tryon III of 
National Fire Protection Assn. speak 
on “Yesterday Was Years Ago in Avi- 
ation Safety.” 
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| Convention Dates 


Nov. 30-Dec. 1, Montana Assn. of Mutual 
| Agents, annual, Northern hotel, Billings. 
Dec. 2-6, National Assn. of Insurance Com- 

missioners, midyear, Commodore hotel, New 

York City. 

Dec. 6, Insurance Accounts Assn., New Yorker 
hotel, New York City. 
Dec. il, Eastern Underwriters Assn. annual, 

Biltmore hotel, New York City. 

Dec. 27-28, American Assn. of University Teach- 
ers of Insurance, Bellevue-Stratford hotel, 

Philadelphia. 


1958 

Mar. 14-15, Tri-State Mutual Agents Assn., 
Lord Baltimore hotel, Baltimore. 

Mar. 16-18, Eastern Agents Conference, Clar- 
idge hotel, Atlantic City. 

May 1-3, Louisiana Assn. of Insurance Agents, 

|} amnual, Edgewater Gulf hotel, Edgewater 
Park, Miss. 

May 22, Midwestern Independent Statistical 
Service, annual, Bismark hotel, Chicago. 

| June 11-12 Wisconsin Assn. of Mutual In- 

surance Agents, annual, Schwartz hotel, 

Elkhart Lake. 


June 11-14, National Assn. of Public Insurance 





Adjusters, annual, Traymore hotel, Atlantic 
City, N.J. 
Sept. 8-9, New Jersey Assn. of Insurance 
| Agents, annual, Traymore hotel, Atlantic 
City. 


| Sept. 19-20, Utah Assn. of Insurance Agents, 
} annual, Utah hotel, Salt Lake City. 


| Sept. 22-24, International Claim Assn., annual, 
| French Lick Springs hotel, French Lick, Ind. 


|NFPA General Manager 
'Says New Homes Have 
| Built-in Fire Hazards 


In case of fire, it would take an acro- 
| bat to get out of many homes being 
| built today, Percy Bugbee, general 
| manager of National Fire Protection 

Assn., told the fall conference of NFPA 

at Richmond, Va. 

He described as particularly danger- 
ous the tendency towards removal of 
certain doors and ceiling-height parti- 
tions in the dwelling and the tendency 

| to provide small and high windows in 

bedrooms from which it would be im- 

possible to escape in the event of fire. 
| The greatest challenge by far to fire 

preventionists today, he said is the 

| great numbers of fires in small one and 
two-family dwellings which are caused 
by simple and very well understood 
hazards. He listed as most common the 
thoughtless disposal of matches and 
cigarettes, overloaded and defective 
electrical wiring, overheated stoves 
and furnaces, and needless accumula- 
tions of rubbish. 

He blamed home fires for the ma- 
jority of this country’s fire deaths and 
fire injuries. Of the estimated 825,000 
building fires in the U.S. last year, 
573,000 were dwelling fires, he said. 

Mr. Bugbee recounted two current 
nationwide campaigns which give 
promise of substantial reduction in 
dwelling fires—the year-around edu- 
cational campaign conducted by NFPA 
and featuring Sparky, the fire house 
dalmatian dog, and the campaign di- 
rected at encouraging all of the 20.000 
fire departments in the U.S. and Cana- 
da to carry on regular annual inspec- 
tions of every dwelling in their resvec- 
tive communities. This campaign is 
svonsored by International Assn. -f 
Fire Chiefs, and is ascribed to by the 
governors of 24 states, he said. 





New Pa. Fire Company 


Mennenite Indemnity has been in- 
corporated as a stock fire company in 
Akron, Pa. The insurer has an au- 
thorized capitalization of $100,000, 
composed of 10,000 shares of stock 
with a par value of $10 each. 


General Adjustment Bureau has 
opened a branch office in Selma, Ala., 
and appointed Henry S. Trawick ad- 
juster-in-charge. He formerly was in 
the Montgomery office of GAB. R. J. 
J.ee has been named to assist him at 
Selma. The new office will represent 
GAB in Dallas, Perry, Marengo and 
Wilcox counties 
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Agent Offers 17 Ways 
To Save On Expenses 


Harold L. Little, local agent at Rich- 
mond, Cal., writes: 


I hear and read about the terrific 
peating insurance companies are tak- 
ing in fire and automobile losses and 
what to do about it. So much I read is 
concentrated on premiums but very 
little on economy that would harm 
neither the agent nor the company. I 
would like to submit a few ways that 
would or should assist companies to 
reduce their expenses. 

I would hazard a 
yearly savings would run into the 
many millions, and why _ shouldn’t 
companies be interested in economy? 

1. Eliminate free stationery and 
sell it to the agent at cost. 

2. Eliminate Christmas gifts, com- 
pany plaques, paper weights, desk 
calendars, scratch pads, blotters. 

3. Reduce flat cancellations for fire 
insurance from 60 days to 30 days. 

4. Especially, tighten flat cancel- 
lations for automobile policies. 

5. Eliminate credit reports for au- 
tomobile applicants and instead re- 
quest agents to submit more informa- 
tion about the risk. Too many compa- 
nies ask too little about the applicant. 

6. Eliminate collect telephone calls 
from agents. 

7. Instruct company personnel to 
write rather than telephone whenever 
feasible. 

8. Eliminate renewal policies and 
substitute economical renewal certifi- 
cates. 

9. Hold agents’ responsible for 
earned premiums, thus greatly elimi- 
nating collection agency fees. 

10. Use cheaper grade paper for ap- 
plications. 

11. Agents should bear some of the 
cost of the various property and cas- 
ualty manuals. 

12. Eliminate costly company pub- 
lications and replace with news let- 
ters. 

13. Give worthy agents more lati- 
tude in adjusting claims which would 
result in reduction in adjustment 
costs. 

14, Insist that agents more careful- 
ly screen their renewals and don’t 
request companies to renew policies 
where there is doubt of their being 
successfully delivered. 

15. Encourage agents to write their 
own policies. 

16. Eliminate low volume part-time 
agents unless they are definitely plan- 
ning to blossom into full-time agents. 

17. And, lastly, open the eyes of 
the independent agents as to what 
continued losses could mean to their 
existence. Do that and perhaps they 
will think of the company before try- 
Ing to ram through business that even 
a substandard market wouldn’t be in- 
terested in. 

_ IT could easily fill two or three pages 
i commenting upon various sugges- 
tions but I do know this in reference 
to No. 5 that one insurance company 
has estimated that their yearly sav- 


that the 


guess 





Jngs is around $200,000. Their atti- 


tude was that many credit reports 
were either unnecessary or inaccurate 
and by insisting that their agents sup- 
ply more information about a _ risk 
they could successfully eliminate one 
phase of their tremendous overhead. 

For No. 1., so many agents (and I 
have been guilty of it) take the atti- 
tude that since it is free you can give 
some of it to your children to draw 
on, use for doodling, use it for scratch 
paper, and personal correspondence. 

And that reminds me that when a 
company parts with an agent, why 
don’t they have their special agent 
pick up all their supplies? Believe me, 
I remember that after parting rela- 
tions with a company I had enough 
useless applications to make a pile 
over a foot high! The back of the 
apps made wonderful drawing: paper 
for my children. 

I know my companies are not de- 
riving a satisfactory profit from this 
office, but I do believe I am con- 
scientous enough to realize that if 
agents and companies don’t start play- 
ing ball with each other, there is go- 
ing to be catastrophe. 


Gives Life Ideas For 
General Producer 


G. Bernard Rosenberg of Insurance 
Inc. writes anent the Nov. 7 editorial, 
“Local Agents Don’t Press For Life”: 


Our agency, though only 13 years 
old, annually places an equal amount 
of life insurance, face value, as we do 
fire and casualty, premium-wise 
(over $1 million each). While servic- 
ing fire and casualty business we feel 
that we have our foot in the door al- 
ready and therefore have a better op- 
portunity to offer life insurance 
service than the individuals who walk 
in cold. 

I would suggest that those fire and 
casualty agents who do not have a 
sufficient life insurance background to 
handle their client’s needs with the 
same authority that they handle his 
other insurance needs, secure the as- 
sistance of a leading life general agent 
who will be most happy to assist them 
in building a respectable life volume. 
In view of the multiple line writing 
that is present today, it is becoming 
more and more obvious that an agency 
must be equipped to handle all insur- 
ance needs. I might add that in our 
agency while we do not have a group 
specialist, we use a competent group 
man from one of the leading life 
branch offices in the city and we have 
had remarkable success. 


Boston Group Holds Parley 
Of Its Regional Managers 


The latest developments and trends 
in the business were major topics for 
discussion at the first annual region- 
al managers’ conference and seminar 
of Boston group in Boston. President 
Cyril S. Hart was the keynote speaker. 

Underwriting, production and ser- 
ice facilities and future company 
plans were discussed by officers and 
executives. At a special workshop ses- 
sion, regional managers’ reviewed 
management and local agency matters 
in their territories. 





Officers and members of the executive committee of Illinois Fire Under- 
writers Assn. pictured here at the field men’s anniversary celebration are, 
front rew left to right: L. W. Berg Jr., Aetna Casual’y, 2nd vice-president: 
Harold R. Cannon, Home, president; James W. Hamilton, Boston, Ist vice- 
president; and Raymond L. McCreery, Crum & Forster. In the back row are: 
Don E. Arenz, Aetna Fire; Charles E. G. Miller, Scottish Union; Hugh L. 
Allison, Loyalty group; George E. Mangan, Pearl; and Vincent D. Mooney, 
Lozdon Assurance, editor of Illinois Field News, association publication. 





James D. Streich, St. Paul F.&M., shown here at left with Edward H. Born, 
manager of Western Underwriters Assn. (center), and George V. Whitford, 
vice-president of Fire Association, was chairman of the anniversary commitiee 
that planned the celebration marking the 75th year of Illinois Fire Under- 
writers Assn. Mr. Whitford was guest speaker. 








Attending the Illinois field men’s birthday party are, from left to right: 
Herbert A. Reinebach, Illinois Inspection Bureau; C. H. Metzner, assistant 
manager of Western Underwriters Assn.; Lewis Cassell, retired state agent 
of Londen Assurance; A. R. Miller, America Fore; E. A. Birkemeier, Fireman’s 
Fund; and Leo N. Davis, American. 
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Soll Trawuance to Value 


Additional business for the Bean, Mason & Eyer Agency 
of Doylestown, Pa. resulted indirectly from a valuation 
estimate of a dry cleaning plant. Special Agent Don 
Lippincott’s appraisal for Agent John F. Mason found 
the insurance up to current values, but so impressed 
the owner that he’s switching a $14,000 policy, when it 
expires, to Mason’s agency. He has also added a Bailee’s 
Customer's Policy with a $500 annual premium. For 
another example of our service, send for our “Replace- 
ment Cost Guide 11G.” 
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Blue Cross Rate Request Draws Fire In New York 


‘CONTINUED FROM PAGE 1) 


only the special contingent surplus 
which cannot be invaded without the 
permission of the superintendent. 

The rate increases, depending upon 
the type of contract, average 40%, 
Mr. Garside said. Fifteen percent of 
the requested increase would cover 
anticipated rises in hospital costs over 
the next three years. A.H.S. has $29,- 
167,824 in its special contingent sur- 
plus. This amount is accumulated by 
setting aside 4% of the net premium 
income each year until that amount 
reaches 25% of the net premium of 
any calender year. A proposed amend- 
ment to the law has been filed with 
the insurance department providing 
that the special contingent surplus be 
reduced from 4% to 2% of annual 
subscription income, and that the 
maximum limit be reduced from 25% 
to 15%, Mr. Garside said. 


Blue Cross bases its request for 
higher rates on the continuing in- 
crease in hospital costs. In 1951, the 
average per diem payment for non- 
maternity care was $16.81. For the 
first nine months in 1957 it was $23.73, 
an increase of 41%. The last increase 
in A.H.S. rates was granted in 1952. 
During the five years since then, hos- 
pital costs have risen 44.67% and Blue 
Cross payments to hospitals had to be 
increased also, Mr. Garside said. 

Opposition to the requested increase 
was voiced by Martin E. Segal, New 
York consultant on welfare, health 
and pension plans, whose firm serves 
600 such plans throughout the U. S., 
including 100 in New York sstate. 
Among his firm’s clients is Associated 
Hospital Service of New York. He said 
no premium rate increase should go 
into effect in 1957. If there is to be an 
increase effective in 1958, it should be 
based on the assumption that no 
further rate hike would be requested 
for at least two to possibly three 
years. This is a must, particularly 
since unions and employers who bar- 
gain collectively on welfare benefits 
must know in advance what their cost 
obligations will be for the duration of 
the agreements. 


There should be no premium in- 
crease for groups which are on an 
experience rated basis because these 
groups are currently paying the in- 





WOLVERINES MOBILE HOME POLICY... 


@ Means extra $ $ $ income to Agents... 
tection available for Mobile Home Owners. 
“Wolverine’s’’ Mobile Home Policy . 
packages protection against loss by: FIRE, LIGHTNING, TRANSPORTATION, 
THEFT, WINDSTORM, SMOKE, MISSILES, MALICIOUS MISCHIEF, VANDAL- 
ISM, GLASS BREAKAGE, VEHICLE DAMAGE, FLOOD OR 
RISING WATER, EXPLOSION, ETC. to the Mobile Home 
. 10% extension to awnings and cabanas . . . up 
to $50.00 on radio and TV antennas. 
Rental Value insurance is automatically included 
without charge. 


__ ——_—, 
Household Goods and Personal Property coverage is 
available (10% applies away from premises). 
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creased hospital costs, Mr. Segal went 
on. He agreed with Mr. Garside that 
there should be a reduction from 44, 
to 2% in the accumulation of the 
statutory reserves. This would fre 
part of the Blue Cross income ang 
would have the effect of postponing 
even further the proposed rate ip. 
crease or of reducing it. Or it might 
be used to provide greater benefits, 
or serve as an additional cushion 
against future increases in hospital 
care and cost—or a combination of 
some of these. If there is to be an 
increased premium, it should contem. 
plate certain basic improvements jn 
the extent of Blue Cross coverage, 
such as care for infants from the first 
day of birth, full payments of anes. 
thetist’s charges regardless of whether 
the anesthesia is administered by a 
full time employe of the hospital or a 
physician who is not full time, and 
other desirable improvements. 


Mr. Segal proposed the creation of 
a “commission on quality and cost of 
hospital care” financed by Blue Cross, 
Such a group would consist of prom- 
inent persons in public health, labor 
and industry and the hospital and 
medical professions. They probably 
would be appointed by the superin- 
tendent or the governor. The organ- 
ization would undertake _ research 
studies to enable hospitals to provide 
better and more comprehensive care 
at affordable cost; help develop better 
and more efficient administrative and 
purchasing procedures; develop uni- 
form accounting methods by which 
hospital costs could be compared and 
evaluated, and study other relevant 
aspects of hospital care. 


He proposed that these research 
studies be conducted under the aus- 
pices and control of the commission 
but financed by A.H.S. as part of its 
educational and public information 
programs. Blue Cross has a great 
stake in giving the most comprehen- 
sive coverage at the lowest cost, be- 
cause a continuous rise in the cost of 
hospital care has reached the point 
where prepaid hospitalization would 
be out of reach of many current sub- 
scribers and groups, he said. 

Strong opposition to the application 
came from Harold Faggen, New York 
actuarial consultant on welfare plans 
to labor and management, who said 
he supports the basic principles under- 
lying Blue Cross but takes issue in 
four general areas with A.HS. offi- 
cials. He accused Blue Cross of 
accumulating excessive surplus, in- 
curring excessive expenses, using an 
inequitable formula for payments to 
hospitals, and failing to disclose all 
phases of operations to subscribers. 


As a result of the 1952 rate in- 
creases, Mr. Faggen said, income from 
subscribers during that year amount- 
ed to $15.99 while the cost of hospital 
claims per subscriber was $13.19, giv- 
ing A.H.S. a gain of $2.80 per sub- 
scriber. After taking care of all 
administration costs and setting UP 
reserves for hospital claims and ma- 
ternity benefits, there was a net gain 
in surplus of almost $8.2 million. By 
the end of 1952, surplus had increased 
to $34,642,000. That amount was not 
disclosed in the annual report issued to 
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subscribers but did appear in the re- 
port of the New York department 
examiner covering the triennial ex- 
amination as of Dec. 31, 1952. By 
1954, the accumulation of excessive 
surplus had become so large that 
AHS. officials started over-reporting 
“hospital benefits” in their annual 
report to subscribers. The report for 
1954, instead of giving the amount 
paid, stated an amount of “hospital 
penefits received by subscribers.” 
AHS. gave this amount as $93 mil- 
lion which is $12 million more than 
the amount they reported to the in- 
surance department as paid the hospi- 
tals. Nothing was_ reported _ to 
subscribers to indicate the amount 
paid the hospitals was only $81 mil- 
lion and not $93 million, he said. This 
device has been followed ever since. 
For 1956, the report to subscribers 
stated that “hospital benefits” 
amounted to $123,940,232, which ex- 
ceeds by $20 million the amount 
AHS. actually paid the hospitals as 
reported to the insurance department. 
+ 

By Dec. 31, 1955, A.H.S. had accum- 
ulated a total surplus of over $62 
million, of which more than $36 mil- 
lion was in excess of statutory re- 
quirements, Mr. Faggen charged. The 
report issued to subscribers for 1956 
stated that surplus had decreased to 
$58,716,347. However, Mr. Faggen 
said, his analysis of the report to the 
state insurance department indicated 
that surplus at the end of 1956 was 
$62,520,113. He said this is due to the 
way various figures were carried in 
the report to subscribers for 1956. 

The income per subscriber for 1956 
amounted to $17.56, while the cost of 
hospital claims per subscriber was 
$16.72. This left a gain of 84 cents per 
subscriber. In addition there was net 
investment income of $2.2 million. To- 
tal management expenses during 1956 
amounted to $9,417,442, including such 
items as $465,549 for advertising and 
$2,032,173 for other expenses of solici- 
ting subscribers. The number of sub- 
scribers increased 57% between 1949 
and 1956, while management costs 
during the same period rose 127%, 
the cost of soliciting subscribers in- 
creased 199% and advertising costs 
rose 2.379%. The expense of soliciting 
new subscribers rose from $2.22 in 1949 
to $6.67 in 1956. 

Mr. Faggen said that he learned last 
June about the application for an in- 
crease in rates and immediately urged 
welfare fund trustees and union lead- 
ers to ask the superintendent to 
request a public hearing. Those who 
did received a letter in July from the 
superintendent stating that the Blue 
Cross management had _ reappraised 
its financial condition and concluded 
that a rate change was not imperative 
at that time. Action was deferred. Mr. 
Faggen wondered what changes in 
conditions made it necessary for Blue 
Cross to re-submit its application so 
soon. 

The application for the increase is 
based on the unproved assumption 
that each non-maternity day incurred 
In 1959 will cost $28.40 and this, in 
turn, is based on the A.H.S. statement 
that it paid an average of $24.18 per 
non-maternity day during the first 
three months of 1957, Mr. Faggen said. 
However the supervising examiner 
who looked at the application pointed 
out that the $24.18 figure was not 
correct. Last June, A.H.S. conceded 
that the actual payment during the 
first quarter of 1957 was only $22.45 
ber non-maternity day. If the rate 
Mcreases projected last May, when 
A.H.S. made the error of assuming that 
ils cost per non-maternity day during 
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the first quarter of 1957 was $24.18 
was reliable and necessary, Mr. Fag- 
gen wondered why the requested in- 
creases were not revised when the 
supervising examiner pointed out that 
the over-statement of $1.73 per non- 
maternity day-amounted to approxi- 
mately $9 million a year. 

Mr. Faggen recommended that the 
application for premium increases be 
denied in view of the large amount of 
surplus funds available for current 
needs. He urged that A.H.S. be di- 
rected to take firm steps to reduce 
administration costs and other “ex- 
cessive expenses.” He suggested that 
an impartial study be made to deter- 
mine a fair and equitable basis for 
making payments to hospitals which 
will neither penalize efficiency nor 
reward extravagance. He recommend- 
ed that A.H.S. be directed to make 
full and complete periodic reports to 
its subscribers, including such oper- 
ating figures and other information 
as the superintendent may deem ap- 
propriate. 

. 

Support for Mr. Garside’s position 
came from Dr. Henry N. Pratt, a di- 
rector of New York hospitals and a 
representative of Greater New York 
Hospital Assn. Since hospitals are per- 
sonal service organizations, their costs 
probably will continue to rise from 5% 
to 10% a year. Approximately 70% of 
hospital costs are for wages. 

The work week in hospitals must 
continue at 162 hours a week, all year. 
To compete with industry, they have 
reduced the average employe’s work 
week from 54 to 40 hours. Formerly 
3.1 employes were needed to cover one 
position for the 168 hours. Now, 4.2 
are needed. With increasing employ- 
ment of women in industry, hospitals 
must boost wages in order to obtain 
them. About 80% of hospital employes 
are women, Dr. Pratt noted. 

The “hotel” element of hospital ex- 
pense has increased from $5.53 to 
$7.16 per day while its portion of the 
hospital dollar expense has shrunk 
from 55.5% to 29.3% in the last 12 
years. Nursing care and other services 
peculiar to hospitals have risen’ from 
45% to 70% of the hospital dollar. 


Danie! G. Albert, state senator from 
Rockville Centre and a representative 
of the joint legislative committee on 
health insurance plans, said the in- 
surance department should urge Blue 


Cross to provide broader contracts. 
The 21-day hospital contract is inade- 
quate for older and very ill persons 
and infants to 90 days old. However, 
the committee is pleased that sub- 
scribers are not cancelled on account 
of age. 

The difference in the proposed in- 
creases for group and non-group sub- 
scribers is contrary to public interest, 
he said. The overly-high non-group 
rate will discriminate against older 
people who have retired from their 
groups and continued their coverage 
on an individual basis. He suggested a 
level premium, even if it calls for 
increasing the group rate. 

a 

A dozen spokesmen for labor unions, 
municipal employes associations, the 
New York City comptroller’s office 
and the joint legislative committee on 
health insurance plans strongly op- 
posed the rate increases. Generally, 
they contended that A.H.S. surpluses 
are too large and that Blue Cross data 
supporting the application failed to 
prove the need for a 40% boost. Twice 
as many representatives of medical, 
hospital, welfare and charitable or- 
ganizations supported the increase on 
grounds that rising hospital costs must 
be met. 


General Adjustment Bureau head of- 
fice has moved from 99 John to 123 
William street, New York. 
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Roche Named President 
Of AIU Philippines 


Clifford A. Roche has been named 
president of American International 
Underwriters for the Philippines suc- 
ceeding Arthur H. Henderson, who is 
returning to the U. S. 

Mr. Roche was formerly manager of 
the New York metropolitan branch of 
Pearl, with which he had been asso- 
ciated since 1933. He joined AIU in 
1948, and was appointed fire man- 
ager of AIU Philippines the following 
year. He was named vice-president 
and a director in 1950, remaining in 
Manila until 1953, when he returned 
to the U. S. and was appointed presi- 
dent and a director of American Home 
Agency of New York. 

AIU Philippines was established in 
1932. It maintains branches and 
agents throughout the country and 
handles all types of insurance. 


Institutional —— WC, 
General Liability Fields 


Institutional of America of Chicago 
has entered the workmen’s compensa- 
tion and general liability fields. The 
company has made arrangements with 
Martin Boyer Co. to supervise the two 
new departments. Institutional has 
filed bureau rates with the Illinois 
department and has joined National 
Council on Compensation Insurance. 
It is licensed in Illinois and Florida. 
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Fire Examiners Assn., 
Company Managers 
Hear Ahern Fire Talk 


Research and development in the 
fire protection field today seems to 
present a very dour prospect. It’s 
really not, however, “if we face up to 
it and spend the necessary time and 
money,” John Ahern, director of de- 
partment of fire protection and safety 
engineering of Illinois Tech, told Chi- 
cago Assn. of Fire Insurance 
Examiners at its annual managers’ 
night meeting. “If we don’t step up to 
it, it will get completely out from 
under us,” Mr. Ahern warned. 

Discussing problems in modern fire 
protection in industrial plants, Mr. 
Ahern noted that since the gross na- 
tional product of the U. S. has gone 
from $209 billion in 1946 to $415 
billion in 1956, the potential of proper- 
ty at risk has at least done the same. 
“Values have a terrific impact upon 
the situation,” and Mr. Ahern looks 
for the fire loss this year to exceed 
$1 billion. Even at that it begins to 
look like “we are holding our own, but 
the underwriting loss is an entirely 
different thing. We have not received 
premiums to match the gross national 
product value.” 

e 

The action today is all on planned 
progress, Mr. Ahern said. The new 
concept is to establish the problem or 
set the project, get the necessary 
money, no matter in what amount, and 
then solve the problem. Practically 
nothing is impossible to achieve with 
this kind of setup. The field of fire 
protection research, however, has not 
kept pace with the new concept, he 
said. This is because no one has seen 
fit to approach it in the modern way. 
“We have made some progress, but 
no one has seen it important enough 
to apply the real pressure needed to 
bring the fire research field up to date. 
There is no doubt it can be done, but 
it has got to seem important to every- 
one involved to do something about it.” 

Mr. Ahern noted more than once 
that in spite of all present underwrit- 
ing restrictions, standards just won’t 
mean a thing to modern industry wnen 
it comes up with a highly competitive 
article calling for new techniques, for 
instance. “The fire protection stand- 
ards we are still operating under are 
20 to 30 years old and certainly do not 
fit the case. Industry will go ahead 
whether we like it or not. Ways must 
be found to protect the new develop- 
ments.” 

Managers’ night, one of the big 
events of the year for Assn. of Fire 
Insurance Examiners, saw almost a 
full turnout of the members, as well 
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AFIA Opens Branch 
In Tasmania, Names 
D. K. Knowles Manager 


American Foreign Insurance Aggo. 
ciation has opened an office jp 
Launceston, Tasmania, and will Tep. 
resent Hartford Fire there. D. x 
Knowles has been appointed manager, 
This makes Hartford Fire the firy 
American insurer to enter Tasmania 
which has hitherto been served ey. 
clusively by Australian and British 
companies. 


$50 Deductible On EC, 
Windstorm OK'd In Iowg 


DES MOINES—The Iowa depart. 
ment has approved a $50 deductible 
for extended coverage and windstorm 
and hail policies in the state. Iow, 
Inspection Bureau made the filing for 
its subscribers, effective Nov. 18. 

On farm schedules, the $50 deducti. 
ble will be written on buildings an 
structures at a reduction with presen 
rates for without the $50 deductible 
but on city dwellings the rates fo 
without the deductible have been ip. 
creased. On city dwellings for extend. 
ed coverage without the deductibl 
rates have been raised from 18 cents 
to 24 cents or a one-third increase 
With the $50 deductible the rate j 
reduced to 16 cents. 

For windstorm and hail without th 
deductible, rates have been increase 
from 28 cents to 30 cents while the $% 
deductible rates have been dropped ti 
22 cents. 


National Fire Names 


Schaefer As Manager 


Carl G. Schaefer, formerly stat 
agent in central and southern Illinois 
has been promoted to manager of Ne- 
tional Fire’s marine, fire and multiple 
peril operations in that territory. 

Going with National in 1925, M 
Schaefer has worked in the variou 
departments of the Chicago office ani 
in 1939 was appointed special agent it 
Wisconsin. In 1952 he was promote 
to state agent of central and southen 
Illinois. 


Farm & Home of Indianapolis ha 
been licensed in Utah. 





as a heavy list of managers from the 
various companies and groups repre- 
sented by the association. Herbert £ 
Mase, Fireman’s Fund, association 
president, conducted the meeting. Mr 
Ahern was introduced by A. H. Jen 
manager Cook county branch of Fire 
man’s Fund. 
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... A quality most successful 
insurance agents have in common 


Sometimes we're amazed at the lack of common sense in high places. 
More than any single virtue, common sense can help insurance men do 
more things right—and fewer things wrong. Such as in the selection of 
companies to represent, for instance. 


PAN AMERICAN 





N SENSE 


Insurance 
Company 














FE i a a ae te a 





28, 1957 


h 
>S 
iger 


ce Asso. 
fice jp 
Vill rep. 

D. k 
nanager. 
the first 
asmania, 
ved ex. 

British 


2 a! 
Iowa 


depart. 
eductible 
indstorm 
te. Towa 
‘iling for 


1 presen! 
-ductible 
rates for 
been in- 
* extend- 
eductible 
18 cents 
increase 
> rate i 


thout the 
increased 
e the $5i 
‘opped ti 


‘ly — state 
1 Illinois 
ar of Nea- 
multiple 
ory. 

925, Mr 
» various 
ffice and 
agent in 
promote: 
southem 


polis has 





from the 
oS repre- 
erbert E. 
ssociation 
ting. Mr 
H. Jens 
of Fire 








November 28, 1957 


HeNATIONAL UNDERWRITER 19 


Indiana Agents Convention Finishes On High Note 


(CONTINUED FROM PAGE 6) 


still in control—it is up to the pros- 

t to come out with something. 

A lot of agents simply do not get 
enough practice in selling to be able 
to do the proper job, Mr. Avery sug- 
gested. He mentioned the man who 
pought himself a new boomerang and 
went insane attempting to throw his 
old one away. Many agents are doing 
the same thing when they carry over 
poor sales habits or do such things 
as buy a new accounting system and 
then hang on to a few of their old 
ledger books. 


The insurance buying public is in- 
formed and alert and has to be sold 
by an informed and an alert sales- 
man, Mr. Avery added. Many buyers 
have preconceived ideas developed by 
advertising, and the agent has to sell 
harder than ever. 

He warned that a lack of good col- 
lection efforts, positive closes and ask- 
ing for the money at the time of the 
sale may drive insurance to the same 
sort of billing system as used by de- 
partment stores. 

President Dan Gibson of Plymouth, 
in his administration report comment- 
ed that considerable effort was put 
forth to defeat three compulsory au- 
tomobile insurance bills, but he warned 
that the problem is likely to come up 
again. The uninsured endorsement is 
a “powerful weapon” to combat com- 
pulsory, he declared, urging the mem- 
bers to provide it. 

The one bill pushed by the agents 
was to place the charter companies un- 
der the jurisdiction of the department, 
but this failed. 

Mr. Gibson pointed out that Indi- 
ana was host to the Midwest Territorial 
Conference last spring at French Lick, 
and that the association also spon- 
sored an educational school at Indi- 
ana University. 


Walter L. Sundstrom, manager at 
Chicago of Factory Insurance Asso- 
ciation, and Ben M. Butler, general 
manager of Western Adjustment, spoke 
at the concluding luncheon. FIA in- 
sures high class sprinklered plants and 
offers expense economies and engi- 
neering services which merit consid- 
eration, Mr. Sundstrom said. He de- 
clared that FIA writes more business 
than the total of all the competition 
combined, this being the Factory Mu- 
tuals, the Improved Risk Mutuals, and 
the reciprocals. Describing the com- 
petitive situation 25 years ago and 
through 1957, Mr. Sundstrom admit- 
ted that in times past the FIA was 
not top dog, but today of the 500 
largest concerns in the U.S., FIA 
writes 70%. In Indiana alone, since 
Jan. 1, 1955, FIA has taken away 
business from the Factory Mutuals 
in about 20 cities, Mr. Sundstrom said. 
The “competitive supremacy” of FIA 
has forced the Factory Mutuals into 
other fields which have not been as 
profitable, he asserted. He remarked 
that since 1942 the Factory Mutuals 
have been paying an income tax and 
this has had a depressing effect on 
their picture. 

FIA is adding 2% sprinklered risks 
every business day, Mr. Sundstrom 
Stated, and the facilities are taxed to 
the limit. He asked the agents to bring 
to the attention of FIA “every Fac- 
tory Mutual risk that you can solicit,” 
but he asked that FIA not be called 
in unless there is a reasonable chance 
of obtaining the business. 

Mr. Putler reviewed some of the 





problems of small losses, many of 
which are handled by local agents. 
He said since World War II there 
has been “an utter disregard for cov- 
erages and amounts.” 

Small losses are not penny-ante in 
the aggregate, he pointed out, noting 
that 80% of all losses are less than 
$100, and equal 28% of the total dollar 
amount paid. A large part of the com- 
panies’ loss ratios can be helped out 
by improvement in the small loss cat- 
egory. He questioned whether there is 
much saving in having an agent han- 
dle small losses, asking how an agent 
could refuse demands of an unrea- 
sonable client and still retain that cli- 
ent’s good will, how much time an 
agent can give to handling losses, and 
how efficiently an agent can handle 
a large number of small losses. 

Western Adjustment, Mr. Butler ob- 
served, is set up to handle losses in 
volume up to the catastrophe class. 
However, in order to provide catas- 
trophe manpower, the adjustment bu- 
reau. must have an even volume 
throughout the year. Agents can’t 
pick and choose who will handle the 
losses and then expect a peak load 
efficiency from their adjustment bu- 
reau. 


Criticising the practice of telling an 
insured to have his damages repaired 
and send in the bill, Mr. Butler said 
it is essential to get estimates first. 
He said the agents should look on 
this as spending the companies’ money 
in the same manner as they would 
spend their own. 

Western gave up representation of 
mutuals, reciprocals and the direct 
writers early this year, Mr. Butler re- 
minded the agents, and the mutuals 
have appointed independent adjusters 
in many areas to handle their claims. 
The agent who assigns losses to an in- 
dependent adjuster who is handling 
mutual losses is actually aiding the mu- 
tuals’ cause in the long run, Mr. But- 
ler said. The independent adjuster has, 
in effect, changed his principal, in that 
even though the adjuster is excel- 
lent and well liked, he is relying in 
the background on mutual support. 

Western Adjustment has switched 
to the assessment billing plan, which 
Mr. Butler said will save significantly 
in the expense column. However, if 
non-bureau adjusters are called in, 
there is a needless mark-up of com- 
pany exyiense. 


Revised rates for automobile liabil- 
ity policies written on a payroll basis 
for division 1 garage risks have been 
promulgated for Maryland by National 
Bureau of Casualty Underwriters, 
effective Nov. 20. The garage rate 
changes result in an average statewide 
increase of 15.2% for BI and PDL 
combined. There are also changes in 
minimum premiums. 
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EDITORIAL COMMENT 





Recommended Reading 


Beginning on page 2 of this issue 
there is reported at length the address 
given by Richard D. Teubner, an agent 
at Tulsa, Okla., at the annual meeting 
of Indiana Assn. of Insurance Agents 
last week. It is highly recommended 
reading. 

Mr. Teubner spoke the morning af- 
ter the banquet and shook up a drow- 
sy audience with penetrating observa- 
tions of the insurance scene. He 
brought into focus several aspects of 
agency operations that have been 
commented on time and again but not 
so sharply. This isn’t to say that all 
of Mr. Teubner’s statements are cor- 
rect, or that his recommendations are 


the only good ones around, but his 
remarks are the best we have heard 
as an analysis of the agency system 
as seen by an alert, aggressive young 
man who wants to make insurance 
selling a life’s work. 

After he concluded his talk, several 
agents past the age of 50 made it a 
point to offer Mr. Teubner congratu- 
lations, one of them remarking that 
he sincerely wished Mr. Teubner were 
in his agency. Certainly, if he is typi- 
cal of the new generation of agents, 
the future of the agency system is 
assured. The only problem is how to 
get more like him in the business. 
—J.C.B. 


The Responsibilities Of Management: III 


(Based in a talk before joint meet- 
ing in New Orleans of Conference of 
Mutual Casualty Companies, Federa- 
tion of Mutual Fire Insurance Compa- 
nies, and City Fire Conference of Na- 
tional Assn. of Mutual Insurance 
Companies.) 

4. Companies also merge for money; 
one insurer has more of it than an- 
other. Put them together and you have 
a stronger foundation, you can in- 
crease your retentions, you can ex- 
pand into new territories. It will also 
help attract and hold talent. 

5. Companies merge to achieve 
identity and prestige. In the old days 
when there was real concert of action 
and little or no public advertising or 
identity, there was not this need for 
individual insurer identity. But there 
is today. 

Of the other things companies can 
get out of mergers, a good claim de- 
partment would be highly desirable. 
With many insured this is the essen- 
tial difference between their purchase 
from one insurer as against another. 
Suppose, for example, insured is a 
large pharmaceutical house with sen- 
sitive products? 

Up to the time he meets the claims 
department and partakes of its qual- 
ity or lack of it, all the value insured 
has had from you is a piece of paper 
and the privilege of paying you pre- 
miums. 

One competent observer among 
company executives states flatly that 
a top grade claim department means 
a minimum difference of five points 
in underwriting results, year in and 
year out. 

The great obstacle to merger is per- 
sonnel, particularly executive person- 
nel. In any merger there is bound to 
be a new management pattern, and 
some will lose out. Those who fear 
this will put every obstacle they can 
think of in the way of merger. 

But, no one who is doing an excel- 
lent job is going to lose out. The busi- 
ness does not have enough good men 
today to go around. Men may have to 


make adjustments, but there will be 
plenty of opportunity ahead for the 
good ones. 

If merger is feasible, it might be a 
good idea for companies to act before 
desperation sets in, and it would cer- 
tainly be to the interest.of the insur- 
ance departments to facilitate such 
amalgamations. It is vital to get big 
enough to determine your own destiny 
and protect it. Whatever your course 
in the days ahead, you cannot get 
there without manpower. Multiple line 
is a symbol of growth, which is what 
you really want, but the key element 
is manpower to effect it. 

All of the other problems of the 
business today would be substantially 
reduced if there were enough man- 
power, and if the business had been, 
over the years, grading it up instead 
of grading it down. 

No other responsibility of manage- 
ment is so continuous, consistent, 
troublesome, and vital as staff work. 
Yet there has been so little real effort 
and thought devoted to the matter 
that this business stands near last 
place as a field for a career by college 
men, and there still exists in the busi- 
ness a fairly widely held notion that 
college trained men are not needed to 
run it. 

Throughout the insurance structure 
the standards of manpower are not 
and have not been high enough, and 
even the ones that existed have not 
been adequately enforced. 

The business can no longer afford 
carelessly to accumulate personnel not 
endowed, equipped, and_ properly 
trained to do this kind of work. Proper 
standards are not always imposed at 
the beginning, and afterward, in gen- 
eral, training and re-testing is inade- 
quate and infrequent. Having made 
the initial mistake, the company per- 
petuates it over the years until it is 
ashamed to do anything about it ex- 
cept to keep the costs of such em- 
ployes charged against an office pro- 
ducing enough premium to carry 
them. These men deserved a better 
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fate—and so did the company. 

What are the results of this prac. 
tice? 

The morale of the staff on which 
the company relies is lowered. Even jg 
the company can afford to pay its 
good men what they are worth ang 
keep them away from other insurers, 
with such a policy it cannot afford to 
pay them as much as if they had 4 
better policy. 

Why should the capable employe 
who gets results, who understands his 
job and is meeting its challenge as his 
experience increases—why should he 
work in such an atmosphere, sur. 
rounded by drags and drudges who 
debase the performance when they 
perform at all? It is not always easy to 
see or measure this slow deterioration 
in staff, but the effects are certain 
and inevitable. When tough times 
come—and they do come to the insur. 
ance business—the other insurer or 
other business will have the edge. 

Of course, to have a high standard 
of performance and work productivity, 
you must set one. One criticism of in- 
surance company management is that 
it doesn’t work hard enough, and par- 
ticularly it does not work hard enough 
on those matters, including manpower 
and staff problems, which mean the 
most to its own company and its fu- 
ture. 

The business has been severely crit. 
icized for making too many decisions 
by the slow way of committees rather 
than through speedier individual com- 
pany, individual executive action. 

The company management _ that 
does not recognize staff—from top to 
bottom—as the most important, most 
troublesome and most continuous 
problem with which it has the respon- 
sibility of dealing, is not well man- 
aged. Good management perpetuates 
itself. So does bad management. Like 
attracts like, and men live up to the 
standards of performance and_ the 
goals that other men ahead of them 
have set. It takes a generation to 
change the character of a poorly man. 
aged company to a well managed con- 
pany. 

This is not advocacy of ruthlessness. 
What is urged here is for management 
to know enough about its business 
and the qualities it requires to select 
the best men it can get, train them 
properly and then hold them to a high 
degree of performance. Then, if man- 
agement has made a mistake, it should 
not wait 10 years and try to bury it in 
the payrolls. The system isn’t fat 
enough and isn’t going to be fat 
enough to support such extravagance 
and such self-indulgence. 

You can do anything if you have 
the right manpower and enough of it. 
You can do little or nothing without it. 
With enough good manpower you call 
go multiple line, you can grow with or 
faster than the economy, you can com- 
mand the destiny of your own com- 
pany. In insurance all you sell is the 
quality and skill of your people. Ina 
crisis all you have is good men with 
judgment, courage, endurance and 
skill. In good times they will keep you 
ahead. In bad times they put you fat 
ahead. 

The insurance business long has 
been criticized for being hang-back, 
hide-bound and troglodytic. It has 
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peen accused of not having the imag- 
jnation or courage to undertake risks 
unless they are of customary charac- 
ter and fall into the underwriting rou- 
tine. Companies have been described 
as prisoners of rating bureaus and 
paperwork tedium. In manpower they 
have emphasized loyalty rather than 
quality. They have sought compliance 
from their staffs rather than results. 
They never fire a man, but neither do 
they promote him. 

Yet the real trouble is, I believe, 
that you don’t know, or won’t believe, 
in your own strength. You have good 
men, and they and yourselves are bet- 
ter men than you will stand up and 
say you are. 

It would be refreshing, stimulating 
and enlivening if those in the business 
today were to act like men who be- 
lieve in their product and their pro- 
cedures and themselves. 

For despite all that can be said of 
those in the business, they are entitled 
to be proud of the product and of the 
part they have had in its creation and 
delivery. It is worth more, and so are 
you, than your demeanor heretofore 
and today indicates you are worth. 

In no other business, not excluding 
the professions of law and medicine, 
is there more self-searching and self- 
criticism than in insurance. No audi- 
ence that I know of will take as much 
berating from self appointed messiahs 
—and in good spirit attempt to get 
the good of it and use it for self im- 
provement. 

This is one of the most democratic 
of businesses that we have left in the 
U. S. It is decentralized, there are 
hundreds of units in it. It is also the 
most varied. The idea of insurance 
was not born here, but it has had its 
most magnificent flowering in the 
U.S. 

If this discussion has seemed to be 
critical, the criticism is directed prin- 
cipally at the failure of the business 
to be proud of what it is and does and 
its lack of insisting on the best per- 
formance of which those in it are cap- 
able. In character, those in this busi- 
hess compare favorably with those in 
any other business or profession, and 
I can tell you from personal exper- 
ience that it is far higher than most. 

The only trouble with the business 
and those in it is that they are not 
more so.—K.O.F. 


PERSONALS 


Director Joseph S. Gerber of IIli- 
Nois lectured senior members of three 
Msurance classes at Bradley Universi- 
ty of Peoria this week on “Regulation 
of Insurance Companies.” 








N. J. Smart of Anslow-Wilson, Smart 
& Amery (Overseas Ltd.) of London, 
was in the United States recently on a 
business trip and visited the Chicago 
Tepresentatives, Caplis-Hielscher. 


Jane Marie Lawson, daughter of 
E. D. Lawson, vice-president west- 
mm department Fireman’s Fund, was 
married Nov. 23 to Hubert R. Gotzes 
at Old St. Mary’s church, Chicago. The 


Couple is honeymooning in Jamaica. 
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Mr. Gotzes is with Reuben H. Donnel- 
ley Corp., publishers. Mr. Lawson’s 
two sons, Edward Jr. and Delano, are 
with Moore, Case, Lyman & Hubbard 
and Illinois R. B. Jones, respectively. 


DEATHS 


CHARLES E. ROLLINS JR., founder 
of Rollins Burdick Hunter Co., died at 
his home in Chicago after a long illness. 
He had retired from active participa- 
tion many years ago but remained on 
the board and through the years acted 
in an “elder statesman” capacity. 
Moving from Philadelphia at an early 
age, Mr. Rollins was a true pioneer in 
the insurance brokerage business. He 
first founded the Rollins & Burdick 
agency—which later became Rollins 
Burdick Hunter Co.—where he set a 
policy of working toward changing the 
old agency setup into a national in- 
surance brokerage firm. He lived to 
see his dream fulfilled not only on a 
national scale, but international as 
well. With the main office in Chicago, 
Rollins Burdick Hunter now has of- 
fices in the principal cities of the U. S. 
Also, through IBEC-RBH Co., Ltd., 
there are offices in Sao Paulo, Rio de 
Janiero and Porto Alegre, with further 
international activities planned. 








EARL A. McFARLAND, 65, presi- 
dent of McFarland, Terman, Roby 
agency of Mansfield, O., died. He start- 
ed in the agency business in 1929 
with Holibaugh-Wolfe, later becoming 
president. Holibaugh-Wolfe was com- 
bined with the Roby agency in 1955 to 
form McFarland, Terman, Roby, with 
Mr. McFarland as president. He was 
mayor of Mansfield in 1936 and 1937. 


LESTER W. OLIVER, 67, retired lo- 
cal agent of Clinton, N. J., died at Glen 
Gardner, N. J. 


JOSEPH A. HUDEC, 37, loss .man- 
ager Marine Office at Chicago, died of a 
heart attack at his desk. He had had 
no previous attacks but had com- 
plained recently of pain in his chest 
and left arm. A native of Canton, O., 
he had been with Marine Office for 
seven years at Chicago. 


HERBERT S. JOHNS, 90, attorney 
and real estate broker and a member 
of Insurance Board of Cleveland, died 
at his home in Lakewood. 


JAMES J. TURNER, 61, retired chief 
examiner of the Pennsylvania depart- 
ment, died at his home in Philadelphia. 
He had been an employe of the de- 
partment for more than 30 years. 


RUSSELL J. SANDERS, 69, retired 
manager at Indianapolis of Buckeye 
Union, died at his home there. 


MAX S. RUBEN, 36, agent of 
Charleston, W. Va., died when the car 
in which he was riding struck a con- 
crete-filled pipe in midtown South 
Charleston. 


CHARLES E. HAYES SR., 74, vet- 
eran local agent at Lansing, Mich., died 
as a result of complications from an in- 
fluenza attack. He had been ill for 
only a few days. He operated the 
Hayes agency in partnership with his 
son, Charles Jr. Mr. Hayes organized 
his agency in the 30s after leaving the 
state highway department where he 
had been an engineering executive. He 


was a charter member of Exchange 
club when that group was founded in 
Detroit and was active in Democratic 
party activities, having been a county 
chairman and state committee mem- 
ber and served on many special com- 
mittees. 


Cobb & Stebbins, 
St. Paul F. & M. 
To Affiliate 


The Cobb & Stebbins managing 
general agency of Denver on Jan. 1 
will affiliate its business with St. Paul 
F.&M. and will become the “Cobb & 
Stebbins Department” with Herbert 
C. Stebbins as manager handling all 
business for agents of the former gen- 
eral agency in Colorado and Wyoming. 
New Mexico agents of St. Paul F.&M. 
will report to the Albuquerque office, 
Arizona agents to Phoenix, and Utah 
agents to Salt Lake. 

The Cobb & Stebbins general agen- 
cy dates back to 1870 and is one of the 
best known and most highly regarded 
in the Rocky Mountain field. All of its 
employes will become employes of St. 
Paul F.&M. The present Denver office 
of St. Paul F.&M. will be consolidated 
with Cobb & Stebbins. 


Minn. Commissioner Has 
Dispute With Tax People 


Commissioner Sheehan of Minnesota 
is protesting in U. S. tax court the 
action of the Internal Revenue Service 
in disallowing certain expense deduc- 
tions he made in his income tax re- 
turns. Mr. Sheehan has told the court 
he was “very often required to enter- 
tain commissioners from other states 
at his own expense,” and that the IRS 
“erroneously disallowed a deduction of 
$879.15 representing entertainment ex- 
penses and also disallowed a deduction 
of $691.93 representing automobile ex- 
penses. The (IRS) commissioner con- 
tends that entertainment by state em- 
ployes is against public policy. The 
commissioner also contends that auto- 
mobile expenses which are not reim- 
bursed by the state are not allowable 
deductions.” 

Mr. Sheehan argued that “exchange 
of views and policies are beneficial to 
all citizens and residents of the state 
of Minnesota and such expenses should 
be allowed a deduction.” He also said 
the use of his personal car was bene- 
ficial to the state. IRS is contending 
that Mr. Sheehan improperly deducted 
$1,571.08 as expense items in 1954, and 
owes an additional $482 in taxes. 








Mills President Of 
Camden, Truscott 
Resigns For Health 


Barry Truscott, president of Camden 
Fire, has resigned for reasons of health. 
He will continue in 
an advisory capac- 
ity and as a direc- 
tor. 

Allen M. Mis 
was elected presi- 
dent to suc- 
ceed him, and F. 
Harman Chegwid- 
den was. elected 
vice-president and 
continues as treas- 
urer and chairman 
of the finance 

Barry Truscott committee. 

Mr. Mills’ entire insurance career 
has been with Camden. He was eleci- 
ed a vice-president in 1949, a director 
in 1950, and has been executive vice- 
president since 1955. 

Mr. Chegwidden was in the first 
class to receive the CPCU designation. 
He is past president of Society of 
CPCU and treasurer of American In- 








F. H. Chegwidden 


Allen M. Mills 


stitute and Insurance Institute of 
America. He has been with Camden 
since 1931. He was elected treasurer in 
1948, vice-president and treasurer in 
1949, and a director in 1950. He has 
been chairman of the finance commitee 
since 1955. 


Four Companies Join NAII 


Two stock and two mutual compa- 
nies have become members of National 
Assn. of Independent Insurers. They 
are Employers Re, Kentucky Ins. Co., 
State Auto Mutual of Columbus and 
Pioneer of Oregon. Southern of Dallas 
has become an NAII subscriber. 





Officers of Chicago Fire Insurance Examiners Assn. shown at the group’s 
annual managers’ night with the speaker (center), John Ahern, director of 
fire protection and safety engineering Illinois Tech. From left: Leonard H. 
Brooks of Planet, secretary; Robert A. Nordstrom, Centennial, treasurer; Mr. 
Ahern, Charles P. Pechek, National Fire, vice-president, and Herbert E. Mase, 
Fireman’s Fund, president. 
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No Idea In The World 
Will Work Unless Agent 
Does, Ernst Declares 


“No idea in the world will work un- 
less you do,” members of Chicago A&H 
Assn. were told at their November 
meeting at Union League Club. Au- 
thor of this pronouncement was Carl 
A. Ernst, vice-president of A&S of 
North American L.&C., who reminded 
his listeners that the only time they 
really were working was when they 
were in the presence of prospects. 

“We are all victims of inertia, and 
we’ve got to be aware of it,” he de- 
clared. He said it’s a good thing A&S 
merchandising methods do not change 
like car styles, otherwise “half of us 
wouldn’t survive because we don’t 
want to work that hard.” 

Since seeing is believing, Mr. Ernst 
urged agents to use visual selling. 
Most people, he said, have a negative 
reaction to the word “insurance,” but 
not to the sight of dollar bills. He sug- 
gested the agent keep waving the 
green stuff in the prospect’s face, tel- 
ling him that that is what the 
company gives him when he needs it 
the most. After all, he said, one thing 
besides death and taxes that a man 
cannot escape is disability. “There is 
no other way of getting out of this 
world without sickness or accident,” 
he remarked. 





Discussing the sales interview, Mr. 
Ernst suggested that when agents 
sense they are getting on the pros- 
pect’s nerves, to forget the sale and 
leave. He said he preferred not to 
sell to whom he called “China eggs” — 
people who break easily and will buy, 
and who actually don’t want insur- 
ance but do not have the nerve to say 
no. 
The man who procrastinates about 
buying A&S is the one person he can- 
not countenance, he said. He will not 
accept a man who says he wants to 
think it over, because this is the type 
who cannot make a decision. This 
man is in order for a good dressing 
down, he said, suggesting that the 
agent “lay it to him and why not? 
He’s entitled to that type of treat- 
ment.” ae 

Motivation and not common logic is 
what makes people buy things, Mr. 
Ernst declared. People must under- 
stand that buying insurance is some- 
thing that can’t be put off until it is 
needed, because it is one commodity 
that cannot be bought when it is 
needed and wanted. “You buy insur- 
ance with good health and pay for it 
with money,” he said. 


A&S Agent No Longer 
"Weak Follower:’ Paddock 


At least 75% of the insurance dollar 
will be spent for life and A&S by 
1970, R. L. Paddock, president of 
Time, told company agents at a series 
of meetings in three states. 

Speaking at Grand Rapids, Green 
Bay, Madison, Milwaukee and Min- 
neapolis, Mr. Paddock predicted that 
the health insurance market will more 
than double in the next 12 years. By 
1941 standards, health insurance has 
~- ifepaes 50 years in the last 12, he 
said. 

The A&S agent is a prime leader 
today, instead of a weak follower. Pre- 
mium levels have risen from 3% of 
all risks to 15%, he stated. Part of this 
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growth is due to a 20% population 
gain in the past 12 years. 

An even faster population increase, 
extension of coverage to older age 
groups and substandard risks, greater 
desire for coverage by youthful work- 
ers and the increase in business or- 
ganizations all will contribute to 
expanded A&S business in the next 
12 years, Mr. Paddock concluded. 


Ohio A&H Assn. To Hold 


‘58 Annual At Cincinnati 


Ohio Assn. of A&H Underwriters, 
at its November meeting in Columbus, 
accepted the invitation of the Cincin- 
nati association to hold the 1958 state 
convention in Cincinnati at the 
Netherland Hilton hotel, May 8-9. 

Herman Harrison, Harrison & Law- 
rence agency, Cincinnati, vice-presi- 
dent of the Ohio association, is 
convention and program chairman. 
Chairmen of Cincinnati convention 
committees are: Reception, Dudley A. 
Martin, Inter-Ocean, vice-president 
of the Cincinnati association; enter- 
tainment, Richard H. Ormond, Massa- 
chusetts Indemnity; and _ publicity, 
T. Chester Clinkenbeard Jr., Minne- 
sota Mutual Life. 


Claim Assn. Sets 1958 
Annual For Sept. 22-24 


International Claim Assn. will hold 
its annual meeting next Sept. 22-24 
at the French Lick Springs hotel, 
French Lick, Ind. 

The executive committee met re- 
cently at New York to plan the meet- 
ing. Howard LeClair of Mutual Benefit 
H.&A., chairman, presided. 

Executive committee members were 
guests at a meeting of Eastern Life 
Claims Conference and heard John H. 
Miller, vice-president and senior actu- 
ary of Monarch Life, discuss the ad- 
ministration of A&S benefit pay- 
ments. The conference draws its mem- 
bers from companies along the Atlan- 
tic seaboard and in Canada. 


Chicago Claim Assn. 
Members Told How They 


Can Help Investigator 

What companies can do to aid claims 
investigators was discussed by B. A. 
Richardson, superintendent of claims 
services for Retail Credit Co., at the 
November meeting of Chicago Claim 
Assn. 

A company should be specific in an 
investigation request, stating exactly 
what is wanted in a particular report, 
he said. “We have many masters,” he 
said, pointing out that a company man 
will know the policy of his company, 
but the bureau must “interpret the 
wishes” of a company. This sometimes 
leads to wasted time and effort on the 
part of the investigator because he 
gathers information the company 
doesn’t want. 

Another major problem is getting 
information from doctors, Mr. Richard- 
son stated. “If you have written di- 
rect to the doctor, and have not re- 
ceived a reply, or need more infor- 
mation, give that information to the 
investigator—it will save time, wear 
and tear on both the doctor, and the 
investigator,” he advised. He cited as 
an example the investigator who called 
three times on a doctor before he was 
granted an interview, only to have the 
doctor say that he had mailed a re- 
port to the company the week before, 
and did not want to waste his time 
giving the same information again. 

Another problem sometimes encoun- 
tered is charges for reports obtained 
from hospitals and doctors. Mr. Rich- 
ardson described one occasion when 
an investigator asked a hospital for an 
autopsy report after being told the fee 
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American Equity Opens 
Field Office In Orlando, 
Butch To Be In Charge 


American Equity has opened a field 
office at Orlando, Fla. Special Agent 
William L. Butch has been transferred 
there from Miami, and will have charge 
of general business in upstate Florida. 
He entered insurance with Commer- 
cial Union and joined American Equity 
in 1951. 


American Names Comstock 
Syracuse Special Agent 


American group has appointed John 
L. Comstock special agent at Syracuse. 
He entered insurance with American 
in 1947 and is a graduate of its ad- 
vanced multiple line training class. He 
previously was in the field for the 
companies in western Missouri and 
eastern New York. 


Springfield Ala. Change : 


Springfield F.&M. has closed its of- 
fice in Birmingham. All operations for 
Alabama now will be handled from 
the Montgomery office which is in 
charge of Cyprus H. Avery Jr., state 
agent. Wardlaw M. Watson, state 
agent of Springfield F.&M. out of Bir- 
mingham, resigned Nov. 15, and will 
announce his future plans soon. 


Taneytown, Md., was inspected by 
the town inspection committee of 
Delaware, Maryland & District of 
Columbia Field Club. 





would be “around $2.” The pathologist 
submitted a bill for $200 along with 
the report. When asked why the charge 
was so high, the doctor stated that he 
intended to combat the practice of 
insurance companies of “underpaying 
doctors for services rendered.” He re- 
ferred in his letter to an insurance 
case where a lawyer might get a $1,- 
500 to $2,000 fee while a doctor whose 
testimony has “won the case” might 
receive $25. Mr. Richardson stated that 
he did not think it was right to pass 
this fee on to the insurance company, 
and his company had no intention of 
paying it. 


Illinois Mutual Casualty 


Names Sexton In Ky. 


Illinois Mutual Casualty has appoint 
Robert F. Sexton as general agent for 
Kentucky. Mr. Sexton, located in Lex- 
ington, has been active in insurance 
since 1941, Illinois Mutual entered 
Kentucky in 1956. 


American Casualty Has 
New Disability Policy 

American Casualty has added a new 
individual disability policy to its line 
of A&S coverages. It offers coverage 
to men and women, ages 18-59, and, 
under its senior plan, to men ages 
60-79. The new contract features four 
basic disability coverage plans: Life- 
time A&sS, lifetime accident with 60 
months sickness, 60 months accident 
with 12 months sickness, and 12 
months accident with six months sick- 
ness. Flexible combinations are avail- 
able. 

Automatically included in the cov- 
erage are waiver of premiums, no 
increase in premium or decrease of 
benefits because of age, worldwide 
coverage for A&S, a two year incon- 
testable provision, a liberal house con- 
finement definition, and worldwide 
coverage while flying as a passenger 
in any aircraft. 


—— 


N. Y. Underwriters Names 
Bledsoe, Faurot In 
Indiana And Oregon 


New York Underwriters has ap. 
pointed James E, Bledsoe northerp 
Indiana_ state agent. He succeeds 


Carl Adams, who has resigned. My 
Bledsoe joined the company as a spe. 
cial agent in southern Indiana in 1955, 
Prior to then he was with Indian, 
Inspection Bureau four years. 

J. W. Faurot has been appointed 
special agent in Oregon to succeeg 
C. S. Maxwell. Mr. Faurot has been 
an agent for Gould & Gould, Port] 
and North America. His headquarters 
will be in Portland. 


III. Auto Liability 
Rates Go Up 25% 


Widely expected increases for auto- 
mobile liability and physica] damage 
insurance rates were announced this 
week by Director Joseph Gerber of 
Illinois. Liability rates are up an aver- 
age of 25% for private passenger auto- 
mobiles and 14.1% for commercial] ye- 
hicles, and physical damage rates 
average a 4.7% increase. 

Director Gerber indicated almost 
from the moment he took office that 
he was going to recognize the difficult 
situation in the automobile liability 
field. However, he let it be known that 
the problem was going to be man- 
aged his way, and this has been greatly 
to the advantage of both the companies 
and the public. Mr. Gerber spent a 
good deal of time making public ap- 
pearances during which he described 
the plight of the insurers and the ne- 
cessity for increasing the rates. He did 
a public relations job for the insurance 
business over a period of time that 
culminated in the announcement of 
increased rates without causing a shock 
to the public or the newspapers. 
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The rate changes are effective Nov. 
27. In announcing the increases, Mr. 
Gerber said accidents are still going 
up in frequency, largely owing to “in- 
difference to traffic laws and the in- 
creased number of motor vehicles regis- 
tered in the state.” 

He said the physical damage rates are 
up largely because of increased costs 
of replacing wraparound windshields 
on private passenger cars. 

He cited figures of bureau companies 
to show how badly the new rates are 
needed, and said: “The continuance of 
such serious losses by automobile in- 
surance companies in our state can re- 
sult in a serious restriction in the mar- 
ket for such insurance, but far more 
important is the absolute necessity to 
protect the policyholders and_ the 
claimants against the possibility of in- 
solvency of insurance companies. . . T0 
avoid these tragedies (to policyholders) 
it is necessary that insurance companies 
remain strong and solvent.” J 

He went on to note that Illinois still 
ranks favorably ratewise with other 
large states, and that the increase he 
is allowing is only the second since 
1951. 

In Chicago, BI rates will increase 
34.5% and PDL 14.9%. The immediate 
suburbs will have increases of 30.5% 
and 14.3% respectively, and the re 
mainder of Cook county 41.5% and 
17.6%. 
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men would be doing themselves if 
they had a couple of young men in the 
agency as partners, so they would be 
free to enjoy the fruits of their efforts 
over the past years. Instead, they 
work constantly, afraid to take a long 
trip for fear something will come up 
with one of their accounts and no one 
will know enough about the account to 
handle the situation. The agency has 
no future, and these men are tied to a 
monster of their own making. One 
of the largest agencies in town found 
themselves in the same situation some 
two years ago. They had tried bring- 
ing young men into the business, but 
were never able to keep them. As a 
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Young Agent's View of Business Is Hit At Indiana 


(CONTINUED FROM PAGE 2) 


result, they sold to another agency, 
and lost the value of the identity they 
had built up through the years. 

If you want to perpetuate your 
agency and maintain its value, you 
must bring young men into the busi- 
ness. Our business probably has the 
smallest percentage of men under 35 
of any major industry. In Tulsa, a 
city of 250,000 with around 75 agen- 
cies representing stock companies, we 
have about a dozen men under 35 
who are active in the agency business. 
Of this group, about half are there 
because their fathers own the busi- 
ness. Contrast this with what seems 
like thousands of life insurance agents 
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CLAIMS EXECUTIVE 


A progressive Mid-western stock 
company is looking for a Claims 
Manager. Legal training and prac- 
tical adjusting experience preferred. 
If you do not feel you are worth 
$10,000 a year, don't bother to re- 
ply. If you think you can qualify, tell 
us about yourself. Address Box X-93, 
c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








CLAIM EXAMINER 


A progressive, midwestern casualty com- 
pany needs a claim examiner—a man 
capable of assuming duties of chief ex- 
aminer. Applicant must be a college grad- 
uate, able to supervise claim personnel and 
willing to travel to branches. Salary open, 
commensurate with applicant's ability. 
Write to Box X-84, c/o National Under- 
writer, 175 West Jackson Blvd., Chicago 
4, Illinois. 








SPECIAL AGENT 


For Milwaukee and Southern Wisconsin territory 
by a large Multiple Line Stock Group—Both 
Casualty and some Fire experience necessary. 
Salary open. Please reply to Box X-80, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








UNDERWRITER WANTED 
Rapidly growing mutual company has i di 
ate opening for casualty underwriter. Southwest 
ation. Workmen's Compensation, General 
Liability and Auto Lines. Salary commensurate 
with ability and experience. Write giving expe- 
rience and salary requirements to Box X-95, c/o 
National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 
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OHIO FIELDMAN NEEDED 


Multiple Line Stock Company needs experienced 
fieldman to represent established agencies in 
western portion of Ohio. Salary open. All replies 
held confidential. Company personnel know of 
this ad. Write Box X-99, c/o The National Un- 
ged Co., 175 W. Jackson Blvd., Chicago 
, Illinois. 











ACCIDENT & HEALTH 
PRODUCTION SUPERVISOR 
For Midwestern Department of large independ- 
elle sca Line Company in Chicago. Must 

Commercial and Group Lines. Salary 
Open. In reply give full details. Write Box X-97, 
S/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 











ILLINOIS - OHIO - MICHIGAN 
WANTED 


An Indiana Company specializing in 
Fidelity and Surety—interested in 
Agency Representation—Attractive 
Commissions for select business. 


UNITED BONDING INSURANCE CO. 
830 East 38th Street 
Indianapolis 5, Indiana 








CLAIMSMAN 


Seeking opportunity in Ohio or midwest. 
Presently employed as Claim Manager in 
large branch office of independent. Suffi- 
cient on the street, examining and super- 
vision experience to qualify for responsible 
position. Attorney. 10 years Casualty—1I4 
years Material Damage. Address reply to 
Box X-98, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








CASUALTY UNDERWRITER 
Wanted man with minimum 2 years experience 
for unusual position in Excess & Surplus Lines 
Division of Continental Casualty Company, 310 
South Michigan Avenue, Chicago 4, Illinois. 
Requires imagination, intelligence and ability 
to learn to analyze large complicated lines. 
Salary open. Write or phone Allan Pither, WA- 
bash 2-7272, ext. 697 for appointment. 








LLOYDS LONDON 

Englishman residing USA—long experience Lloyds 
market seeks position or partnership. Offering 
intimate knowledge and confidence London un- 
derwriters modern investment . . . interested 
Northwest, California, Washington, D. C., New 
England or Southeast. Write Box #X-96, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








TOP CLAIM MANAGER 


Available Immediately 
Attorney. Heavy multi line claim experience. 
Efficient and dependable. Age 46, family. Will 
relocate. Thorough knowledge of coverages and 
claim handling. Will make valuable addition to 
organization. Address Box Y-I, c/o The National 
by tog Co., 175 W. Jackson Blvd., Chicago 








FIELDMAN WANTED 


With proven sales experience to service North- 
west Missouri. Excellent future potential with 
multiple line stock Company known nationally 
for its rapid growth and competitive facilities 
you can be enthusiastic about. Write confiden- 
tial replies to Box Y-6, c/o The National Under- 








writer Co., 175 W. Jackson Blvd., Chicago 4, il. 








in their 20s or 30s. From a selfish 
standpoint, I suppose I should be 
happy about this situation, because 
in years to come if this trend con- 
tinues, I will be one of a very few in 
a business that serves the entire com- 
munity. But if that’s the case, the 
American agency system will die out, 
because no industry set up like 
ours can perpetuate itself without a 
volume of personnel to serve it. 

By now, if I have convinced you 
that you need young men in your 
business let me try to tell you some 
of the pitfalls to avoid. First and fore- 
most, bring a young man in on a 
basis that is both favorable to you 
and to him. The mistake that is all 
too often made is that a young man is 
brought into an agency by an older 
agent who expects him to do all the 
work without sharing in the profit. 
That might have worked in the past, 
but believe me it won’t work today. 
Make an arrangement with a young 
agent, contingent upon his ability to 
satisfy you, that will afford him the 
opportunity ultimately to share in the 
ownership of the business and the 
profit that goes along with it. In the 
long run, you will find that it is far 
better to pay him a little more than 
he is worth than a little less than he 
is worth. 

If he is brand new to the business, 
he will be worth nothing to you until 
he knows what it is all about, and 
what is contained in that policy he is 
selling. This goes right back to what 
I feel is the absolute must for any 
young agent. Knowledge of the busi- 
ness. Start him out on one of the 
company offered correspondence cour- 
ses or one of those offered by the 
insurance publishing concerns. After 
he has completed this work, plan to 
send him back to a company school. 
You probably have a company in your 
office that offers a school for agents 
in their home office. From your stand- 
point, this will be the wisest invest- 
ment you can make. It cost me time 
and money to spend seven weeks in 
Hartford, but it was the best thing I 
ever did. In seven weeks of intensive 
schooling, I learned more than I could 
through many years of experience. I 
will be the first to state that any 
success I enjoy in the years to come 
can be directly attributed to those 
seven weeks. Let me reiterate that a 
young agent can never break through 
the age barrier unless he has a thor- 
ough knowledge of the intangible 
product he offers. 

e 

Secondly, don’t expect too much 
from him right away. It takes time 
to develop a following. Older agents 
should know this and appreciate it, 
because it probably took them several 
years to really get going. Don’t forget 
that what was true years ago is still 
true today in that regard. Most older 
agents get more business accidentally 
then they do on purpose. That’s what 
comes from many years in the busi- 
ness. Remember this won’t be the case 
with a young agent. He’ll get his busi- 
ness the hard way, by seeing people, 
planning, seeing people, making sur- 
veys, seeing people, reviewing 
coverages, and seeing more people. It 
takes time before your name and in- 
surance are synonomous to lots of 
people. 

One of the best ways to start him 
in is to let him work your accounts 
that are small and those with which 
you have little of no personal contact. 
Right now, turn him loose on those 
household contents and dwelling poli- 
cies. See how successful he is in sel- 
ling the people on package policies 
and therefore developing poor ac- 
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counts into good ones. Work him 
into your commercial accounts. Let 


him deliver some policies or endorse- 
ments, so that he will get an opportun- 
ity to acquaint himself with the office 
personnel. Chances are he’ll develop 
some business with them that you may 
be overlooking. Believe me, a hungry 
young agent will take advantage of 
every contact and opportunity. 

Above all, don’t hold back for fear 
he’ll learn your accounts then leave 
and try to take them away from you. 
This won’t happen if you are fair with 
him, pay him well, and give him an 
opportunity to join you in ownership. 
If he is capable you should want to 
keep him, and if he proves incapable, 
he won’t get very far trying to set up 
on his own and take customers away. 

We hear of the many cases in*which 
field men leave companies to go with 
agencies, become dissatisfied and 
wish to return to the company ranks. 
I would be willing to bet that at 
least 75% of these cases came about 
because the agency owner expected 
too much too fast. In this regard, I 
thing many agents forget that when 
they take a field man in to help them 
sell, and a good sale is made, the 
field men was successful in part be- 
cause he was brought in under favor- 
able circumstances. If you later bring 
him into your agéncy, he must have 
time to develop his own contacts be- 
fore he is going to become fully ef- 
fective. 


You know, agency perpetuation and 
the integration of more young men 
into our business aren’t the only prob- 
lems we must overcome in this new 
era of the fire and casualty business. 
One of our biggest problems seems to 
be our inability to accept change. I 
came into the business about one year 
before it was turned upside down 
with changes in coverages and new 
concepts in marketing. I was the most 
enthused agent in Tulsa when the 
homeowners policy was introduced in 
our state. But I soon found that my 
enthusiasm wasn’t shared by the ma- 
jority of my competitors. Here we 
were being handed the finest tool that 
our industry has probably ever devel- 
oped, and we were turning our backs 
on it. 

Were you one of the many agents 
who said that this package business 
was a lot of nonsense and that you 
would never sell it, and furthermore, 
none of your customers would ever 
buy it? If you were, you were one of 
the agents who put young men like 
me in business. I’ll never forget one 
of my older competitors telling me 
that at one of our local insurance board 
meetings. I couldn’t help but chuckle, 
as I had already written package poli- 
cies for four of his customers and had 
given credit for the unexpired por- 
tions of his policies. Needless to say, 
he, like others, gradually saw the 
light. 


What really disgusted me though, 
were those agents who took the time 
and effort to write their customers 
telling them why they shouldn’t buy 
the package policy rather than why 
they should. I was flabergasted to 
pick up one of our trade journals 
some year or two ago and find an 
article written by a local agent ex- 
plaining how he had_ successfully 
avoided having to sell package poli- 
cies. I just wonder how his volume 
has looked over the past two years, 
and how it will look for the next two 
years, if he doesn’t change his ideas. 

(The rest of Mr, Teubner’s talk will 
be printed next week.) 
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New York Rate Decision Not Fair To Situation 


(CONTINUED FROM PAGE 1) 


perior to that of the bureau companies 
that Allstate gets a prompt nod and 
the bureau companies get the goose 
egg? Or does it imply that Mr. Holz is 
putting the imprimatur of approval on 
Allstate’s method of operation, and ex- 
pressing disapproval of the way the 
bureau companies do business? If the 
latter, the action of Mr. Holz comes 
close to the exertion of management 
and in this area the New York de- 
partment has one notable failure to its 
credit, Preferred Accident, and no 
successes. 

If the rating system is at fault, as 
Mr. Holz indicates in his reasoning for 
denying the increase, Mr. Holz’s de- 
partment did not indicate in any re- 
spect that it was when it completed a 
thorough examination of the National 
Bureau May 14, 1954. There was no 
criticism whatsoever in that report of 
the manner and method by which the 
bureau determines the rates the auto 
insurers need. Neither was there any 
criticism in that report of the way the 
bureau computes general administra- 
tion expense, one reason Mr. Holz 
gives for turning down the filing. 


When Mr. Holz says he wants to see 
a longer base period used for rate 
making, what will he say when the ex- 
perience improves and it is time for 
rate decreases? Will he accept the 
same longer base period then? It is 
not likely. It is to the credit of the 
companies and bureaus involved in the 
rate filing turned down by Mr. Holz 
that they have consistently sought in 
recent years to bring experience cioser 
to currency and make rates more 
promptly responsive to experience. 

Whatever else may be said, the 
companies need the money that Mr. 
Holz has denied them the means to 
get, and for his purposes it seems 
likely that his action will only delay 
their getting it, which in itself is an 
inequity which hardly seems justified. 
It is the same kind of inequity that 
occurred in Massachusetts, where 
Commissioner Humphreys sought to 
impress political considerations on 
statistical realities and learned that 
the courts would discharge his respon- 
sibility if he didn’t. Fortunately there 
is currently an example of a brighter 
kind, in Illinois, where something 
close to equity in automobile rates has 
been achieved partly by court action 
but also partly by a new capable, re- 
sponsible insurance director. (See sto- 
ry on page 22.) 


Mr. Holz has declared for publica- 
tion that the insurance companies are 
not in trouble, that they have plenty 
of money to pay claims. By next 
March 1 it is a certainty that one, or 
two and perhaps three of the insurers 
now operating in New York and regu- 
lated by the department will be in 
serious difficulties and perhaps out of 
business. One swallow doesn’t make a 
summer but it sure as hell notifies 
even the undiscerning that summer is 
coming. It has been suggested that 
the State Fund in New York write 
compulsory auto. Perhaps with com- 
panies cutting down on their writings, 
or pulling out altogether, or going 
broke, the market will be so tight by 
next legislature that the fund will be 
empowered to write compulsory auto. 
But it hardly seems a sound—and cer- 
tainly not a justifiable—solution to 
seek part of the answer in a state 
created, tax supported facility. 

Mr. Holz also suggests the com- 
panies should go along with present 


rates until they see what effectcom- 
pulsory is going to have on experience. 
He further suggests that compulsory 
motor vehicle inspection will have a 
beneficial effect on experience. As to 
the first of these two points, it would 
be refreshing if someone of Mr. Holz’s 
position and discernment would point 
out to the public that the carrying of 
insurance has nothing whatsoever to 
do with traffic accidents. In fact, it 
would be much more apt to reduce 
accidents if no one had insurance. As 
to the second, it has not been demon- 
strated—and even the insurance busi- 
ness has sought to do so—that the 
condition of vehicles which an inspec- 
tion program could be expected to 
improve somewhat has more than a 
minor effect upon the frequency of 
accidents or indeed even upon the 
severity. 


These two points class with Mr. 
Humphrey’s chief reason for giving 
the auto insurers a 9.5% increase in- 
stead of the 22% they asked—that a 
reform in court organization in his 
state would speed up settlements and 
cut down on insurance payments. The 
supreme court classified this as 
“hope.” What Mr. Holz is up against is 
a political decision which he may not 
have made or may not like but which 
he appears to feel he has to carry out. 
Many sympathize with his problem. 
But he creates a larger one by not 
facing the realities of his job as in- 
surance superintendent. One of his re- 
sponsibilities to the public is not to 
create a situation in which the insur- 
ance business cannot continue to offer 
protection the public needs—and un- 
der law in New. York must have. 


There is considerable evidence that 
the companies have moved to take Mr. 
Holz to court on an auto rate issue for 
the first time only with reluctance and 
with the most careful consideration. 
They are not enjoying it. They haven’t 
enjoyed filing for auto increases in 
other states and have weighed their 
facts and formulas with care. 

But if this is the only way to get 
equity, then it is heartening in so crit- 
ical a time in this business to see the 
companies taking the road to court to 
get it—in Illinois, Massachusetts, now 
New York, tomorrow, it is to be hoped, 
where it is necessary. However, it will 
not add to the lustre and prestige of 
state regulation if substantial equity 
cannot be achieved at the administra- 
tive level. 


Ky. Agents Hold Annual, 


Full-House Attendance 
(CONTINUED FROM PAGE 4) 

a few hasten to add that if it necessi- 

tates extra work for their office, they 

would be opposed to it. 

“We know that a number of compa- 
nies have overpaid this tax many 
times, because they estimated the 
amount due rather than having deter- 
mined the actual amount due. This 
municipal tax factor in Kentucky very 
materially effects rates.’ Mr. Thur- 
man. also pointed out that “you can’t 
continue to broaden policy forms, in- 
crease commissions, and allow devia- 
tions, while overpaying losses and 
sponsoring other give-away programs, 
with this ever increasing tax load, and 
be able to maintain company solvency 


and a rate structure that will be in 
reach of the people who need insur- 
ance coverage the most.” 

Among other resolutions adopted 
was one asking that the 1956 code 
calling for 50% countersignature re- 
turn to the 1950 code, and another 
that the state insurance schools which 
held four sessions in 1957, under the 
discretion of the insurance commis- 
sioner, be placed under legislative en- 
actment of the 1958 legislature, so that 
in the future, it will be mandatory 
that such schools be held. 


Archie M. Slawsby, Nashua, N. H., 
vice-president of National Assn. of In- 
surance Agents and chairman of the 
executive committee, discussed “Your 
Key to More Sales,” including activ- 
ities of direct-writers companies and 
the NAIA advertising program. (A 
sum in excess of $9,000 was sub- 
scribed to the advertising fund by 
members of the Kentucky association 
at the meeting.) 

R. Newell Lusby, vice-president 
America Fore, discussed state insurance 
funds, assigned risks, family insurance 
and other factors involved in protection 
of the public on the highway. 


Dr. John D. Long, associate profes- 
sor of insurance at Indiana University, 
spoke about the agent who retires or 
dies but has no program set up for the 
continuation of the agency. 


Ben M. Butler, general manager 
Western Adjustment, Chicago, spoke 
on “These Changing Times,” in ad- 
justment handling and.why Western 
Adjustment today is not handling mu- 
tual, reciprocal and direct underwrit- 
ing business. 

Sheridan C. Barnes, Elizabethtown, 
Ky., was general chairman of the con- 
vention. 


Insurers To Take N. Y. 


Rate Increase To Court 


(CONTINUED FROM PAGE 1) 
determine its accuracy and changes 
are made when the need is indicated; 
it has been reduced more than 25% 
over the past few years in New York 
and countrywide.” 

Mr. Holz also said he wanted to wait 
to see what effect on experience would 
be exerted by compulsory and the in- 
crease of the number of cars insured 
under that law. 

“Since only a small percentage of 
cars were not insured when the com- 
pulsory law became effective Feb. 1, 
1957,” Mr. Leslie stated, “there is no 
valid basis for assuming that the in- 
clusion of the loss experience of this 
small proportion of cars would result 
in any less adverse over-all experience 
than that submitted in support of the 
filing.” 


Mr. Holz, in turning down the filing, 
stated the increase asked was exces- 
sive and did not meet the standards of 
the law. To this and other reasons for 
rejecting the increase, he now has 
added that the compulsory motor ve- 
hicle inspection law which went into 
effect last Feb. 1, if it fulfills its pur- 
pose of forcing motorists to get their 
vehicles in good operating condition or 
get them off the road, should reduce 
accidents—and insurance claims. 

Mr. Holz previously had disapproved 
a filing for an increase in private pas- 
senger car liability rates of approxi- 
mately 18.5%. 


November 28, 1957 


Auto-Owners Names 
W. C. Searl Presiden; 


William C. Searl, executive Vice. 

president of Auto-Owners of Lansing 
has been namej 
president. He syp. 
ceeds Vern y 
Moulton, the com. 
pany’s founder 
who becomes 
chairman. Mr 
Searl has also been 
general counsel for 
Auto-Owners anq 
has been with its 
management for 98 
years. 

Richard C. Mas- 
ters, vice-president 
and director, was named general coun. 
sel to succeed Mr. Searl. He has been 
assistant general counsel. 

Mr. Searl was named vice-presiden} 
and director in 1936, secretary in 194) 
and executive vice-president two years 
ago. He is a past president of National 
Assn. of Independent Insurers and was 
recently elected president of National 
Assn. of Mutual Insurance Companies, 
He is also a past president of Confer. 
ence of Mutual Casualty Companies, 


Rogan Holds No Need 


For Fire Rate Boost 
(CONTINUED FROM PAGE 4) 
months ahead will produce a need for 
greater efficiency, stressing that com- 
pany public relations programs are be- 
coming increasingly important. 

A highlight of the convention was a 
“back-to-school” session conducted by 
Associate Prof. Richard M. Heins of 
the University of Wisconsin. The reg- 
istrants competed for a set of lug- 
gage awarded to the agent who had 
the highest score on a  50-item 
questionnaire covering insurance 
topics. Prof. Heins and a panel of Mu- 
tual company field men discussed the 
answers. The winner was F. B. Ten- 
dick of Milwaukee. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Nov. 26, 1957 
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Bid Asked 
MR SOOIIIINR | ssecinscitsiintccnicreinsestest 129 133 
Aetna Fire 48% 
I ID Cio cteiiesisrSinntitteinetched 186 
Agricultural ................... 24% 
American Equitable .. 27 
American (N. J.) vce 22% 
American Motorists .. 10 
American Surety  .........cccccccccsssssssses 13% 
Boston 25% 
35 
67% 
Crum & Forster com. 0... 43 45 
Federal 32% 33% 
Fire Association .........:+:sccsssssssssee 33% au 
Wire eT hess. ck sisi dscicdenies 4214 43% 
Be Ae A GER ee aioe 32% 33% 
General Reinsurance .........00000 39 40 
Glens Falls 24% 25% 
Globe & Republic .........ccccccceeseee 14% 15% 
Great American Fire 2.0.0... 29 30 
MN I essen vceesssincissssccevunn 121 124 
COD UE wisssccoisssecnctestsiaics 28 29 
pe) ie A UR apap re ree ron ee 33% 3% 
Ins. Co. of No. America... 88% 
Maryland Casualty ....c..ccsssssssss 26% 21% 
Mass. Bonding ........ 26% 2% 
BNE iia cs caceosscsocsedebsiedesion 56 58 
Wathomml: Widow: «sasscsisscvcsssesisscssvctonse 27% «28% 
New Amsterdam Ca&. .....c:csses 39% 41% 
New Hampshire ...... 32% 33% 
North River ..... 27 3 
Ohio Casualty . . 1% Wh 
Weel Cine ao ccacooresaees 51 52 
Prov. Wash. 11% 12% 
ay EY) Seine 40% 4 
Security, Conn. ........ 20 21% 
Springfield F, & M. 34% «35% 
Standard Accident 40 41% 
Travelers 74% ‘Hh 
U.S.F.&G. 51 52H 
(a mR a et 21% 22% 
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Why FOLLOW the Leader 
when ; you can BE one? 





e Join up...for more sales-security, more immediate selling in- 
come... with Mutual of Omaha, the LARGEST company in 
the world specializing in health and accident insurance. 


e Successful Mutual of Omaha salesmen have made Mutual of 
Omaha ...and Mutual of Omaha can make you! 


e You learn HOW in our National Sales Training School. You 
get complete on-the-job field training, with expert supervision. 


e You get the ingredients of leadership in Health, Accident and 
Hospital insurance selling. 


Don’t hesitate. Write IN CONFIDENCE for information on how 
to JOIN THE LEADER and BE A LEADER IN SALES. Write 
Mutual of Omaha, Omaha, Nebraska, Dept. NFU-1157. Or, if 
more convenient, see your nearest Mutual of Omaha Generai Agent. 





MUTUAL 


V. J. Skutt, President 
Canadian Head Office: Toronto 


BENEFIT HEALTH & ACCIDENT ASSOCIATION 





Hard-working 


Advertisements 
like this one are being 
seen by millions in 
Sunday Newspaper 
Magazine Sections and 
daily newspapers. 
They’ll help stimulate 
even greater demand for 
New York Life policies. 





Life Insurance 


















Lifetime Hospital and Surgical Insurance! 





APPEARING 36,286,864 TIMES... to spread 


the word about New York Life’s dramatic new 









Vow —for young and old alike from Vew dork Life... 









Lifetime Insurance that helps pay the heavy cost 
of hospitalization or surgery! 


New Hospital and Surgical Expense Plans are 
guaranteed renewable as long as you live . . . 
premium rates can't be increased unless the 
rate in changed for everyone in your policy class 
++» benefits never decrease. 

Today, such lifetime insurance can be yours 
with one of these history-making new Hospital 
and Surgical Expense Plans developed by New 
York Life for families and single persons. One 
plan is issued from ages 18 through 60; the 
other is issued from ages 61 through 75—makes 
insurance available right new to men and women 
who are in their later years. 

Most important, these plans are guaranteed 
renewable for life! You can keep your protection 
in force as long as you live . . . and the Com- 


pany can't increase your premium rate, unless 
it changes the rate for everyone in your policy 
class. Benefits can never be reduced—even 
after you reach age 65! And an unusual deductible 
feature, by eliminating small claims up to $25, 
gives protection against the bigger bills at a 
lower premium. 

These dramatic new Hospital Insurance 
policies join New York Life's Income Protector 
and Major Medical Insurance Plans to round 
out the Company's line of modern Accident 
& Sickness coverages. Because of the assurance 
this dependable new protection gives you, it 
lets you get more out of the health you enjoy 
today. Ask your New York Life agent for 
details . . . or mail the coupon. 


Lite neurance + Group Insurance + Accident & Sickness Incurance + Employes Pension Plane 






Brokerage Division 


New York Life 


Insurance Company 
51 Madison Avenue, New York 10, N. Y. 


THE NEW YORK LiFe agent 
1 YOUR COMMUNITY 1S & GOOD MAN TO KNOW 








New York Life 
Insurance @® Company 


5) Medison Ave., Mew York 10, M. ¥. 

(Im Comede 370 Bey Street, Tovente, Onterie) 

T would like more information about your new Hom 
pital and Surgical Expense Plans which are guaran> 
teed renewable for life 

, 


Address. 





OO OM a Siie, 2s 


“Eager to Serve”’ 





* Group Insurance + Accident & Sickness Insurance + Employee Pension Plans 


